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Directory 
income booms 
with our Revenue Men 


behind it 


UR DIRECTORY “‘Revenue Men’’—working from 32 
O strategically located sales offices—providing the 
Independent Telephone Industry with a flexible and 
highly skilled telephone directory organization, are 
equipped to render a Complete and Quality Directory 
Service. 


LA 


These specialists, through the use of up-to-the-min- 
ute knowledge of the market—proper sales training 
—imagination—ideas—leadership—and hard work, 
produce results which more than measure up to 
accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues, in the more than 
800 directories we now produce for large and small 
Independent Telephone Companies, prove the state- 
ment “DIRECTORY INCOME BOOMS WITH OUR 
‘REVENUE MEN’ BEHIND IT.” , 
Find It Fast 

In The 


Write or phone our office nearest you for our Com- 
Yellow Pages 


plete Directory Service Plan. 
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GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 


Divisional Sales Offices: 


COLUMBIA, Mo. °¢ 811 Cherry Street °* Gibson 2-6907 LONG BEACH 15, Calif. © 1775 Ximeno Ave. * GEneva 3-744] 
DURHAM, N. C. ° 108 E. Parrish Street ° Tel.: 5133 MADISON 3, Wisconsin * 214 N. Hamilton St. * Alpine 7-1667 
ERIE, Penna. ¢ G. Daniel Baldwin Building ¢ Tel.: 2-4187 MANILA, Philippine Islands ° P. O. Box 673 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 SAN ANGELO, Texas * 110 South Taylor St. ¢ Tel.: 6738 
HONOLULU 14, Hawaii * 1236 Waimanu St. * Tel.: 504-231 SPOKANE, Wash. * South 11 Monroe * MAdison 4-4336 
LEXINGTON, Kentucky * 157 Walnut Street * Tel.: 4-7626 SPRINGFIELD, Ill. © Myers Bros. Building ¢  Tel.: 8-3425 





This busy metropolitan area is the 
termination of over 1000 miles of 
microwave systems, providing relia- 
ble communications across town and 
country for the Western Union Tele- 
graph Company. ANDREW’S experience 
in research, development and manu- 
facturing is the reason why the de- 
pendable performance of an ANDREW 
PS8-37, eight-foot Parabolic antenna 
was selected for this installation. 





All ANDREW parabolic antennas 
conform to the newly proposed 
RETMA-FCC standards governing 
radiation patterns and side lobes, and 
they are guaranteed to give specified 
pattern and VSWR in your micro- 
wave system. 

From a selection of over thirty 
stocked parabolic antennas, you can 
choose the type and size that will give 
optimum system performance with 
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PARABOLIC 
ANTENNAS 


absolute mechanical and electrical 
reliability. 

Microwave engineers have found 
ANDREW a valuable partner in plan- 
ning their communication systems. A 
parabolic antenna computer for 
calculating system performance is 
available to you upon request. Write 
today for information and expert ad- 
vice relative to your microwave an- 
tenna system requirements. 
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CORPORATION 


ANTENNAS ® ANTENNA SYSTEMS 


363 EAST 75TH STREET » CHICAGO 19 














INDEPENDENT TELEPHONE 
INSTALLATION 









VERSATILE, ACCESSIBLE, EASY TO INSTALL 


The Cook Cable Coat eliminates the need for: 


Taped Splices: flexible neoprene coat covers the splice area completely, can be 
opened and reached without damage, at any time. 





Potting: terminal blocks are filled with plastic resin and furnished with 
stud jumper wires for making cable conductor taps which elim- 
inates the need for cutting and splicing the cable when taking 
off subscriber pairs. Connections are made by tapping onto the 
specified skinned conductors. 


Optional by using protected terminal blocks, Minigap selective pair pro- 
Protection: tection is provided adjacent to the conductor stud, thereby elim- 
inating the need to jumper to a pole mounted protector. 
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PROTECTED OR UNPROTECTED 


Protected Terminal blocks available as well as unprotected. Selective pair 
protection is provided with either the Cook Minigap or Mytigap Arresters. 
Protected Terminals available in 6, 12, and 16 pr. sizes; unprotected in 6, 
12, 14, 16, 18, and full count of 26 pr. sizes. 


eT Te 





OPTIONAL AUXILIARY NOZZLE 


The auxiliary nozzle allows for either wye branch or terminal splicing, 
thus increasing the versatility and practicality of the new Cook Cable Coat. 
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2700 SOUTHPORT AVENUE CHICAGO 14, ILLINOIS 









HERE’S THE PAB)’ 



















Tell about it...and business customers will demand it! 





Ever have trouble breaking the ice with a PABX prospect? Here's a solution other telephone 
companies have found remarkably successful. 
Send, as they did, for the Leich 40A PABX catalog. Show it to your PABX customers and 
prospects. Explain the features of the Leich 40A to them. You might also tell them the names of j 
companies who already enjoy modern, fast service from Leich’s 40A PABX. 
Several are listed elsewhere in this ad. 
Our experience has been that once businesses know the story of Leich’s 40A PABX, they want 


it. In 22 months after the first unit was installed in 1956, we shipped over 120 Leich 40A’s. 


10 Features You And Your Customers Will Like 


1. Exclusive keyset turret is smaller than a typewriter. 

2. Compact, all-relay Leich Dial Switchboard fits in any modern office or plant. 

3. Sn gad of up to 40 telephones with 10 trunks to the main exchange, and 6 local 
inks. 

4. Local Links are not tied up on city trunk calls. 

5. Quick extension of outside calls to any required telephone. 

6. Inside, outgoing, and consultation calls are made without help from the turret 
attendant. 

7. Standard Leich Telephones are used. 

8. City trunk storage (optional). 

9. Maximum of two city trunk groups (optional). 

10. Executive override feature (optional). 
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WRITE FOR THIS 


CATALOG TODAY! TELEPHONE 


Subsidiary of GENERAL 
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VOU’LL ENJOY SELLING! 








LEICH 40A PABX 
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MORE 40A PABX USERS 


(1) O. S. Keene Machine Co., Middle- 
bury, Indiana; (2) Fairfield Hospital. 
Fairfield, Illinois; (3) Greater Rockford 
TV Center, Winnebago, Illinois; (4) 
Mercy Hospital, Grayling, Michigan: 
(5) Becton-Dickinson & Co., Columbus, 
Nebraska; (6) Mohawk Tool & Die 
Works, Montpelier, Ohio; (7) Kapio- 
lani Motors, Honolulu, Hawaii; (8) 
West Virginia Gas Co., Ashland, Ken- 
tucky; (9) International Paper Co., 
Reedsport, Oregon; (10) Collins Con- 
struction Co., Port Lavaca, Texas. 





LE!SCH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6.,!ILLINOIS 


ACtF COAST: 11401 WEST PICO BLVO.. LOS ANGELES 64. CAL.: SOUTHWEST: 1227 SLOCUM ST.. DALLAS 7. TEX.: SOUTHEAST: 5126 SOUTH LOIS ST. TAMPA 11. FLA. 


« nufacturers of telephones, switchboards and related apparatus since 1907 
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REVENUE IS ROLLING IN WITH 





PROVIDES A COMPLETE TELEPHONE 
ANSWERING SERVICE FOR YOUR 
SUBSCRIBERS AND BRINGS YOU 
A STEADY FLOW OF REVENUE 













Telephone companies now providing the 
Electronic Secretary find that revenue is 
literally rolling in! Use of the Electronic 
Secretary in both the home and the office 
has been a great money-saving item for 
subscribers—and they’re glad to pay § * 
well for this service. 




















whe. 


With the Electronic Secretary your 
subscriber no longer worries about mis- 
sing important phone calls. It will ans- 
wer his phone courteously, dozens of 
times a day. It works around the clock, 
records name, number and message, or 
tells the caller to call another number— 
a complete secretarial service! A won- 
derful source of revenue for the tele- 
phone company! For complete infor- 
mation call your Automatic representa- 
tive or write to Automatic Electric Sales 
Corporation, Northlake, Illinois. 
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Remote Call-Back Addition 
for Model DCR-1 Electronic 
Secretary. Subscriber hears re- 
corded messages by transmit- 
ting a tone signal over remote 
phone. Machine then switches 
to normal operation. 


VCR-4 Voice Control At- 
tachment for Model DCR-1 
Electronic Secretary. Permits 
caller to record message for 
extended period of time. Mes- 
sage is recorded as long as 
caller continues speaking. 


Tape Adapter for Model 
DCR-1 Electronic Secretary. Re- 
cords outgoing messages. Uses 
microphone, endless tape cart- 
ridge (1% min. to 3 min.). 





Model T-t Electronic Secre- 
tary. Answers telephone in 
subscriber's own voice by means 
of endless tape cartridge (ca- 
pacity 30 sec. to 24 min.). 
Ideal where messages change 
frequently. 


Xie) wale eS ELECTRIC 


® 
A member of the General Telephone System - 
One of America’s great communications systems 





To help boost your sales of the 
Electronic Secretary we will 

send you sales literature 

and envelope stuffers upon request. 












ABOUT THIS ISSUE 


DVERTISING man, William A. MacDonough ad- 

dressed the Iowa Independent Telephone Associa- 
tion convention a few weeks ago and pointed out there 
is a “close” parallel between the business of selling tele- 
phone service and accessories. Using that as a starter, 
Mr. MacDonough proceeded to prove to the fowa con- 
ventioners that “if you do not merchandise your spe- 
cial services or products as aggressively or as intelli- 
gently as the appliance dealer or the appliance manu- 
facturer you will not get the share of Family Disposable 
.. We liked 


what we heard, and as a result Mr. MacDonough’s paper 


Income you need to operate profitably . . 


siarts on page 31 of this issue. 
F YOL 


auditor of the Texas Telephone & Telegraph Co.. 


ARE planning an REA loan, the general 


bb. W. Barnett, has several helpful suggestions for you. 
In an article aimed at describing procedures that will 
help you keep your books in order and reduce account- 
ing problems before and after the loan is granted. Mr. 
Barnett discusses 29 different points and presents a 
quick survey of the effect an REA loan will have on 
the accounting system. (See page 35.) 

nr on page 12. John S. Reed continues his 
article “Modern Cable Construction” with discus- 
sions of (1) false dead end construction: and (2) the 
uses of strandlinks for splicing messenger strand. 

Mr. Reed's article is in it's 3rd year of publication. 
and we wish we could fill the many requests for copies 
of the chapters published to date. But we're out of the 
back issues. We are planning a new “Plant Man’s Man- 
ual” that will include the chapters published in 1957 
and 1958, plus several other articles. We will tell you 
more about the book when we have it made up. In the 
meantime, let us know how many copies you'll want 
and we'll see what can be done. 

HE JUNE 15th issue of Telephone Engineer & Man- 

agement will be packed with articles of real interest 
and help to you. Here’s sampling: (1) “How Are 
You Doing?” by T. DeWitt Talmage: (2) “How We 
Boosted Directory Revenues.” by Allan Stacey; (3) 
“Plant Notes on New Developments,” by John S. Reed: 


and (4) “Lessons in Management,” by Ernest W. Fair.” 


Editorial & Business Staff 


Ray W. Smith. Editor — Roy F. Smith, Advertising Director 
Donald C. Sorensen, Advtg.Mgr.—John G. Reynolds, Managing Editor 
John S. Reed, Technical Editor — Dick Reynolds, Production Manager 
Emily Budde, Editorial Assistant—Betsy Taylor, Advertising Assistant. 

Betty Schroeder, Office Mgr. — Pat Lawhorn, Circulation Mgr. 
Dorothy Myers, Assistant Circulation Mgr. 
Roland Davies and Fred Hencke, Washington Bureau 


Advertising Representatives 


WEST COAST: Keith H. Evans & Associates, 
3723 Wilshire Blvd., Los Angeles 5, Calif. 
Telephone: DUnkirk 2-8981, 
593 Market St., San Francisco 5, Calif. 
Telephone: YUkon 2-4280. 


SOUTHWEST: Ed Whetzle, 
923 Cardova Ave., Dallas 23, Texas 
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FRONT COVER 


Beauty invades General Telephone Co., of California’s 
toll ticketing display at the annual Orange Show held 
in San Bernardino. Standing from left to right: BEVERLIE 
GIBBENS, General Telephone Co. demonstrator; ANN 
DAVIS, Pomona; DORIS RAU, Rialto; and JOANNE COBB, 
Riverside. The three girls in the foreground competed in 
the Orange Show Queen Contest with Miss Rau (center 
the victor. 
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Phone m 
KEYSTONE 9 Seicc=° 


Dubuque, lowa 






Burlington, lowa 


, ° ° Cedar Rapids, lowa 
: r : U 0 r Davenport, lowa 
4 \ Madison, Wisconsin 


Mason City, lowa 
Ottumwa, lowa 

Peoria, Illinois 

Quincy, Illinois 

Rapid City, South Dakota 
Sioux City, lowa 

Sioux Falls, South Dakota 


Spencer, lowa 


Sterling, Illinois 
Waterloo, lowa 
Dakota Electric Supply Co. 
Fargo, North Dakota 
Joslyn Mfg. and Supply Co. 
Birmingham, Alabama 
Chicago, Illinois 
Dallas, Texas 
New Orleans, Louisiana 
New York, New York 
No. Kansas City, Missouri 
Oklahoma City, Oklahoma 
Omaha, Nebraska 
St. Paul, Minnesota 


...for fast wire delivery from stock oe 


Line Material Industries 
Milwaukee 1, Wisconsin 
Marshall-Wells Canadian 
Companies, Ltd. 
Keystone Telephone Wire is available in a full range of Class A Winnipeg, Manitoba, Canado 
line wire in 50M, 85M, and 135M tensile strengths, and meets the The Mine & Smelter Supply Co. 
specifications of A.S.T.M., A.T.&T. and is approved by R.E.A. Gal- Salt Lake City, Utah 


: . . Nelson Electric Supply Co. 
anize le < ‘uction wire are also available at your 
vanized bond, tie and constructi Dallas, Texas 


Keystone Distributor. Lubbock, Texas 


When wire is needed, call your Keystone Wire Distributor. His stocks 
are well supplied. He can give you prompt delivery in any emergency. 


\ phone call will bring you fast delivery . . . contact your Keystone Jack Prange Se 
‘ 7 Seattle, Washington 


Southern Electrical Corp. 

KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois Chattanooga, Tennessee 

Suttle Equipment Company 
Chicago, Ill. 


Lawrenceville, Illinois 


Distributor for your next wire need! 


~~ Tennessee Valley Electric Supply Co. 
\ 4 a Ba ce Nashville, Tenn. 
NG KEYST Wheeler Lumber Bridge & 
OSA we / : ndust Supply Co. 
S wy Wire for the Telephone | “7 Norfolk, Nebraska 


... by the makers of famous Red Brand Fence 
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WHITNEY 


coming 


CONVENTIONS 








MAINE, NEW HAMPSHIRE, 
VERMONT Telephone As- 
sociations, Samoset Hotel, 
Rockland, Maine, June 3- 
5, 1958. 


CALIFORNIA Independent Tel- 
ephone Association, Sher- 
aton-Palace Hotel, San 
Francisco, June 4, 5, 6, 
1958. 


NEW YORK Telephone Asso- 
ciation, Scaroon Manor, 
Schroon Lake, June 16-18, 
1958. 


WASHINGTON - Oregon Tel- 
ephone Associations, Mult- 
nomah_ Hotel, Portland, 
Oregon, June 19-21, 1958. 






447°C 




















Available in Brown or Ivory Jacket in 22 
and 24 A.W.G. from 6 to 76 pairs. WB 
Inside Wiring TELECABLE offers many ad- 
vantages including: 








® Light weight for easy installation 





ALASKA Telephone Conven- 
tion, Baranof Hotel, Ju- 
neau, Alaska, July 28, 29, 
30, 1958. 






Moisture resistance for damp ducts 







Plastite insulation resists crushing 






MICHIGAN Independent Tel- 
ephone Association, Pant- 
lind Hotel, Grand Rapids, 
Sept. 9, 10, 11, 1958. 





Easily pulled when installing in ducts 







Unaffected by humidity 





ARKANSAS Telephone Asso- 
ciation, Hot Springs, Ar- 
lington Hotel, Sepi. 15-16, 
1958. 





Easy to terminate 






® Full color-coded insulation assures last- 
ing polarity identification 






ROCKY MOUNTAIN _Tele- 
Phone Association, Utah 
Hotel, Salt Lake City, Sept. 
17-19, 1958. 





Jacket is tough, flame and abrasion re- 
sistant 







Steel rip wire makes stripping easy 







WEST VIRGINIA Telephone 
Association, Blackwater 
Lodge, Davis, W. Va., Sept. 
24-25, 1958. 


Permanently marked with gage and 
number of pairs 






















NORTH CAROLINA Tele- 
phone Association, Caro- 
lina Hotel, Pinehurss, Oc- 
tober 6-7, 1958. 


UNITED STATES Independent 
Telephone Association, 
National Convention, Con- 
rad Hilton Hotel, Chicago, 
October 13, 14, 15, 1958. 


VIRGINIA Independent Tele- 
phone Association, Roan- 
oke Hotel, Roanoke, Oct. 
30-31, 1958. 

NEW HAVEN 14, CONNECTICUT 
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WARREN 
first in 

TRANSISTOR 
products for the 
telephone industry 





TRANSISTOR MULTI-RINGER... 
for warranted dependability 


Powered direct from 48 volt office battery, the Warren 
all-transistor type TMR ringing generator is designed to 
give you years of maintenance-free, adjustment-free, 
uninterrupted operation. Long-life transistors give 
extremely high 75% full-load generator efficiency... 
permit the TMR to quickly pay for itself in power savings 
alone! Voltage regulation is improved to insure customer 
satisfaction with constant ringing intensity. Synchromonic, 
Harmonic and Decimonic ringing frequencies are accurate 
to within 1/6 of a cycle and never require field 
adjustment. 100% transistor circuitry permits absolutely 
cool and quiet operation in a neat-appearing, self-contained 
package only 104% inches high by 19 inches wide. This 
new 4000 line capacity Warren transistor multi-ringer... 
with dependability warranted...is available from stock. 


Be sure you have all the facts on the new, 


field-proved, Warren transistor power equipment. Ask your 


telephone supply man or write to us today. 





Now, the benefits of transistor circuitry are used by 
Warren to bring a new concept in power equipment 
dependability to the Independent Telephone Industry. 
Warren’s new all-transistor ringing generators and new 
transistor battery chargers provide a degree of operat- 
ing efficiency heretofore unknown...efficiency that will 
mean significant power savings in every exchange 
operation. Whether your plans call for expansion or 
needed replacements, investigate the many benefits of 
the new Warren transistor multi-ringer and transistor 
battery charger. 





TRANSISTOR FLOAT RECTIFIER... 


for better battery management 


Operating efficiently from utility power, the Warren type 
TFR transistor battery charger is designed to add years 
to battery life. A complete line of TFR’s are now 
available in standard sizes from 3 to 400 amperes. 
Tubeless, completely static, they provide steady, humless 
direct current for float-charging of every type of 48 volt 
office battery. Floating or equalizing voltages are 
precisely regulated within 2 of one percent for changes 
in supply voltage and load. Germanium transistors, 
improved magnetic amplifiers, and silicon rectifiers assure 
dependability by eliminating troublesome vacuum tubes 
and selenium rectifiers. Efficiency is increased, regulation 
improved, while the size and weight are reduced. This 
gives you a reliable program of better battery management. 


THE WARREN MFG. COMPANY, INC. 


LITTLETON, MASSACHUSETTS 


FIRST IN TRANSISTOR PRODUCTS FOR THE TELEPHONE INDUSTRY 
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| LITTLE 3 
Giant 


'SLACK PULLER | PULLER 





For pulling slack in a messenger 
you need a man with the strength 
of Hercules, the ruggedness of 
Atlas, the speed of Mercury .. . 
or a Little Giant Slack Puller. 


\f 


Te | 


If you need to pull slack in a mes- 
senger for any reason, either of 
the Little Giant Slack Pullers, the 
LG] slip handle or the LG12 
ratchet handle will do the job 
Quick, Easy and Safe. 


WRITE OR PHONE 


3100 TOPEKA AYE. 


TOPEKA, KANSAS 
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across the editor's desk 





Alaska Convention 


ee in dates for the annual 
A convention of the Alaska Tele- 
phone Association from mid-August 


30 at the Hotel 
will be hailed by 


to July 28, 29 and 
Baranhof, Juneau. 
piscatorial minded telephone people 
from the states who plan to attend 


this year. The Golden North Salmon 


Derby is scheduled for July 25 
through 27 and will attract early 
comers who have ideas as to their 


ability. Hotel and display space reser- 


vations can be made through Mrs. 
Verna Carrigan. Juneau-Douglas Tele- 
| phone Co. 201 Main St... Juneau, 
Alaska. 


| agement 


Fred E. Norris 
ian E. NORRIS. 


dependent telephone 


well-known In- 
executive 
and 
General Tele- 
New York. pre- 


sented a paper to the American Man- 


president-Planning 
the 


phone Corporation, 


and vice 


Development of 


Association Seminar in New 


| York April 28-30 at which he was a 


| sons 


Discussion Leader. The titled 


“After a Year of Formalized Plan- 


paper 


ning, Problems Encountered & Les: 


Learned” was graphically pre- 
Sra} ya 


sented with illustrated slides. Mr. 


| Norris summarized his paper when he 


malized 


“the underlying purpose of for- 
better 


said 
planning is to do a 
job, notably in profits.” 


Valuable Booklet 
HANKS to Alden Hart. president 


of United Utilities. Inc.. Kansas 
City. we have a COpy of the booklet 
written by Jack T. Naylor titled 


“MANAGEMENT 


1 Trusteeship” 


| that has been distributed to all super- 


visory personnel of the United Com- 


panies. It is being used as a part of 
the System management training pro- 


it excellent 


eram. We consider ma- 
terial for a job of this kind. When 


1958 TELEPHONE ENGINEER 


we received our copy we casually 
looked it over and then found we were 


Jack Naylor 


has been invited to speak at a num. 


reading it in its entirety. 


ber of telephone conventions this yeat 
and we consider his paper the high- 


light of each meeting he addresses. 


“Beautiful Models” 


Q' R 


some of 


has been holding 
the 


for us 


family 
women’s service 
during the 
) . 

Reason was the 


North Elec- 


and its place in the 


magazines lo see 


past month or so. 
color advertising of the 
tric “Ericofon” 
home. We know /ans Kraepel-en well 
but did of his 


taste in illustrate 


not know excellent 


Models to 


they were most effective 


the in- 


strument 


Ed Hildreth 


D HILDRETH. 
DeKalb 


n | ennessee, 


manager of the 
Telephone Cooperativ: 
has certainly attended 
to his public relations if we are to 
from newspaper clipping we 
read. The May 1 of the Smith- 
ville Review devoted about one half 
of page | to his company and to Ed's 
The Nashville 
of May 4 de- 


voted two full illustrated pages to the 


judge 


Issue 


popularity in his area. 
Tennessean Magazine 


company and its popular manager. 


“Big Book In The Mail” 


ISTRIBUTION of our 1958 

TELEPHONE = ENGINEER’S 

CATALOG-DIRECTORY was 
the of May. 


were printed this year 


made 


during month 13.000 


copies and 
telephone company in the 
States received a 
We think our John G. 
managing editor of this maga- 
Kditor of the book 
surpassed his evx- 


Mailing 


com- 


every 
United 


copies. 


Copy Ol 
Rey- 
nolds, 
and 


zine year 


mentioned above, 
cellent job of past vears. 
started in mid-May 
pleted in the 


and was 


same month. 
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General of Kentucky 


— HUETHER, president of 
General Telsphone Co. of Ken- 

tucky, Lexington, has announced the 

following personnel changes. 

(1) Arthur F. Boyd has been ap- 
pointed to the newly created posi- 
tion of director of marketing & mer- 
chandising. He had previously served 
as public relations director. 

(2) Marston V. Shepherd has 
been promoted to the position of 
public relations director, replacing 
Boyd. Shepherd has been central 

i and eastern division manager for 
the company. and formerly served 
with the Indiana Public Service 
(Commission. 

(3) James F. Wibbeler has been 
promoted to the position of central 
division manager, Lexington. Wib- 
beler has been eastern division man- 
ager and Ashland district plant super- 
visor. 

(4) Homer J. Wright has been 
promoted to the position of eastern 
division manager. Ashland. Wright 
has been western division manager, 
Elizabethtown, and has had more 
than 25 years experience in the tele- 
phone industry. 

(5) J. A. Reitze has been ad- 
vanced to the position of western 
division manager, Elizabethtown. 
Reitze has held the position of west- 
ern division traffic superintendent, 
and has been with the company and 
its predecessors since 1919, 

Another addition was made to the 
operating staff by the appointment 
of Ray Cornish, Sr. to the newly 


created position of safety director. 
Merchandising Tie-In 


|, ibelnenent LINES. the excellent 
1 company magazine published for 
the employes of the Northern Ohio 
Telephone Company, Bellevue, Ohio. 
adapted one of the recent color ad- 
vertisements sponsored by the USITA 
in the national magazines as the front 
cover of their February issue. Ac- 
cording to Paul H. Kaufman, director 
of public relations of the Northern 
Ohio company, the appropriate cover 
ties in perfectly with their 1958 mer- 
chandising program on color tele- 
phones of which they expect to sell 


several thousand this year. 
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0 pounds 


COMPRESSION 


Alphaduct drop wire is designed 
and built to be the longest lasting 
drop wire you've ever installed. 

It's tested ... completely, thoroughly and 
often to make sure that every single 

coil is up to Alphaduct’s rigid standards. 


Here’s how the insulation 
is tested to make sure it won't crush. 


Short lengths of Alphaduct are 

placed between the steel plates of a 
compression testing machine. These 

plates are then forced together at uniform 
speed until the insulation crushes. 

Alphaduct parallel drop wire has to withstand 
a minimum load of 1500 pounds before 

it breaks. Each conductor of Alphaduct twisted pair 
will withstand a 1000 pound pressure. 


You don’t have to worry about a little 

rough handling breaking down this kind of tested 
insulation. Try Alphaduct drop wire. It’s 

dated, so you can see for yourself the extra wear it provides. 


ALPHADUCT WIRE AND CABLE COMPANY @ NEW BRUNSWICK, N.J. 


NATIONAL DISTRIBUTORS @ AUTOMATIC ELECTRIC SALES CORP., 
NORTHLAKE, ILLINOIS @ LEICH SALES CORPORATION, CHICAGO, 
ILLINOIS. REGIONAL DISTRIBUTORS @ PANKEY SUPPLY CO., CHAR- 
LOTTESVILLE, VA. THE LINDSAY TELEPHONE SUPPLY CO., NORTH- 
FIELD, OHIO 
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“Tax Law Changes?” -- “Perhaps” 


LTHOUGH many Washington observers still insist 

that no conclusive action will take place. at least 
this year, another step forward in the move to have 
some telephone excise taxes transferred to state author- 
ity was taken when President Eisenhower in mid-May 
sent a message to Congress advising the lawmakers 
that the Bureau of the Budget was drafting legislation 
on this subject in line with recommendations of the 


Federal-State Joint Action Committee. 


This committee has proposed that the federal 
government stop annual grants of $50,000,000 
each to the states for vocational education and 
water treatment facility construction. So that the 
states could finance these things themselves, the 
federal government would be willing to relinquish 
4% of the 10% tax on local telephone service, a 
move that, it is estimated, would put $150,000,- 
000 into the states’ coffers, based on 1957 col- 


lections. 


The telephone companies. of course, would be expected 
to be tax collectors for both the federal and state gov- 
ernments and turn over to each its proportionate share 
of the 10% collected from the subscribers. This prac- 
tice would continue for an interim period, while the 
states have an opportunity to pass legislation of their 
own establishing a 4° excise tax on local telephone 


service. The federal tax rate would then drop to 6. 


The Federal-State Action Committee first 
brought up this proposal in the fall of 1957. It 
has been the subject of discussion at subsequent 
meetings of the group — composed of state gov- 
ernors and cabinet-level federal officials — and 
the telephone excise tax is the only one which the 
committee has found so far to be a suitable source 
of revenue for transfer. “‘Ease” of collecting the 
telephone tax, compared with some other sources 
of revenue, has been the reason given for decid- 
ing on the tax for partial transfer to the states. 


Although there are many who do not believe that 
such a transfer will take place. there has been such a 
clamor for amendments to the tax laws during the 
current session, that the proposal might possibly be 


worked into some broader piece of legislation. 


At the beginning of the 1958 Congressional 
session — when it was unanimously felt that no 
tax reductions or changes would take place as the 
budget soared because of the result of the missile 
and satellite program — little or no chance was 
given any proposal that would take away even as 
much as $150,000,000 from the federal treasury. 


However, talk of recession and the many proposal- 
to give a boost to the economy have raised the strong 


possibility of some tax law changes. 


“Bell Acquisition Pattern” 


enn for the US Independent Telephone 
Association. in hearings before the Federal Com- 
munications Commission, has declared the Bell System 
has established a pattern of seeking to acquire Inde- 
pendent telephone properties available for sale surround- 
ing growing metropolitan areas, since this is the area of 
createst telephone development in recent years. 

The statement was made by Col. W. C. Henry, 
President and General Manager of the Northern 
Ohio Telephone Co. and Chairman of the USITA 
Bell Acquisitions Committee, during the FCC 


hearings on the Wisconsin Telephone Co.’s appli- 
cation for a certificate of public interest in the 
purchase of the Menomonee Falls and Lisbon, 
Wisc., telephone companies. 


Mr. Henry. detailing negotiations between the Bell 
System and the USITA over the years, both on general 
acquisition matters and purchases of specific properties. 
offered testimony that dealt with events prior and sub- 
sequent to such developments as the letter of AT&T 
Vice President \. C. Kingsbury to the Attorney General 

Please turn to page 20 
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These §coren Electrical Products 
do a better job of guarding splices! 







*“SCOTCH” Brand Plastic Tapes—the original plastic 
tapes developed and perfected by 3M. Made to exacting quality 
standards. Tough, impervious vinyl plastic. Two thicknesses 
available: 7 mils (No. 33—the standard of all plastic tapes) 
and 10 mils (No. 22—for extra abrasion resistance). 















“SCOTCH” Brand Aluminum Tape—has special ad- 
hesive to insure an effective moisture barrier. “SCOTCH” 
Electrical Tape No. 49 is available in 2-inch by 20-foot rolls. 








*“SCOTCHFIL” Electrical Insulating Putty—a putty 
in tape form. Application is clean, rapid, economical. Excel- 
lent for fast build-up of cable splices. Stays firm and flexible, 
doesn’t dry out or become hard and brittle. 











These products are approved for use in R. E, A. splicing procedures. Available from your 


wholesaler Comple te information, including splicing procedure s, sent free on request. W rite: 


3M Co., St. Paul 6, Minn., Dept. 11-68 















*“SCOTCHCAST” In ‘‘Unipak’? Container—casting resin 
and hardener in plastic double bag. Knead to break inner bag; mix 
hardener with plastic; pour. Sets in a few minutes, provides a per- 
fect moisture seal. Makes impervious moisture blocks in cable ends. 
Especially recommended for splicing lead-sheathed cable to plastic- 
sheathed cable. 


IRVINGTON Filled Splice Sleeve —for use on telephone cable splices. 
Made of polyethelene and filled with silicone grease containing special inhibitor 
to prevent copper corrosion. Grease also offers excellent moisture protection. 


Approved for pigtail splice insulation by R. E. A. and Bell Laboratories. 


ure," TCHCAST*’*, ‘*UNIPAK’*, AND THE PLAI SIGN AF 31ST TRADEMARKS OF MINNE TA MINING ANC 


( 
eo -- WHERE RESEARCH IS THE KEY TO TOMORROW SIN 
73355) y7T og 
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For easier splicing, checking and terminating. . 


POLYETHYLENE CABLE 


FOR AERIAL & DUCT TO REA SPEC PE-22, 
BURIED SERVICE TO REA SPEC PE-24 


Utilizing polyethylene fully color coded insulation, 
metal shield and high molecular weight polyethylene 
jacket for top electrical values. Available in #19, #22, 
#24 and #26 AWG in 6 through 600 pairs. Type ADC 
for aerial and duct service; type DBC for direct earth 
burial service. 


WRITE FOR CATALOG — CON- 
TAINS COMPLETE DATA AND 
SPECIFICATIONS FOR ALL REX 
WIRES AND CABLES. 


THE EX CORPORATION 


101 HAYWARD ROAD, WEST ACTON, MASS. 
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Complete Telephon 
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COMPLETE COMMUNICATION IN ONE 
























K-1Al FEATURES 





Just press button to Central Office or PBX Line Dial or Manual Int 


“Hold” one call while us- Buttons Illuminated for Visual | communication Line. 
ing another line... no __ indication . . . flash signals on 
need to “Call Back”. incoming calls . . . steady light 


on lines in use. All telephones 
may have any selection of lines. 


oe 


i ~)) , J) 


lige 


EXECUTIVE EXCLUSION 
FEATURE 


Telephone may be equipped to 
exclude other users from line 
permitting confidential calls. 
Line automatically restored 
when handset is replaced. 


HONE! 


C@mplete Intercommunica- APPARATUS CABINET 

ign In One Button. Fast 
i Simple — Press the 
mline” Button and Dial 
Desired Party. 






Operating equipment held on swing- 
out frame. Mount only equipment 
needed for each installation . . . Per- 
mits expansion when needed with- 
out moving or rearranging equip- 
ment . . . Backboard permits easy 
installation at desired wall location. 



















The four button DK-544 may be connected to three in- 
coming lines, or like the six button, wiring 
varied to meet specific applications 
two subscriber lines and one tie-line. 





KELLOGG SWITCHBOARD 
AND SUPPLY COMPANY 


A Division of 
International Telephone and Telegraph 
Corporation 


6650 S. CICERO ° CHICAGO 38, ILLINOIS 


TWX Summit, Ill. 3176 


for example. 





Another dual purpose con- 
venience item by Kellogg 






“Executive Exclusion” switch 
—Lift plunger to remove ex 
tensions from line for privacy 
Coded DK-502 in standard 
dial telephone model. 

“Lift to dial or talk” switch 
Eliminates party line interrup- 
tion. Lift handset to determine 
busy condition on the party 
line, lift plunger to dial 9, 
talk. Coded DK 500-BA (°) 




















By the flick of a button, one telephone serves as two 
When two incoming lines are needed . . . the DK-510 
Two-In-One is the answer. The full color range is also 
available in the two line set. 





BRANCH OFFICES AND WAREHOUSES: 


23 Broderick Road 6100 Excelsior Boulevard 
Burlingame, California Minneapolis 16, Minnesota 
OXford 7-5780 West 9-6715 

TWX San Mateo 06 TWX MP 1195 

1594 Southland Circle, N.W. 7th Street and Sunshine Road 
Atlanta 18, Georgia Kansas City 15, Kansas 
SYcamore 4-2441 MAyfair 1-4418 

TWX AT 35] TWX KC 1055 


4600 So. Tripp Ave. 165 Prospect Street 
Chicago 32, Illinois Passaic, New Jersey 
CLiffside 4-4300 PRescott 9-3610 

TWX CG 3296 TWX Pas 1067 





1555 West Fourth Street 
Mansfield, Ohio 
LAfayette 4-6511 
TWX Mans 0-132 


1515 Turtle Creek Boulevard 
Dallas 7, Texas 

Riverside 7-5191 

TWX DL 02 


Export Distributor: 
International Standard Electric Corp., 
50 Church Street, New York 7, N. Y 
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Communications 
keyed to the jet age 


hited Otc 


is lal 





At U. S. Air Force bases of operation, Kleinschmidt page printers 
and reperforator teletypewriters receive and transmit printed 
messages at speeds up to 100 words per minute. 


Instant and precise communications between Air Force 
bases is a prime requisite in this era of supersonic speeds. 
To meet this essential need, Kleinschmidt teletypewriters and 
related equipment, developed in cooperation with the U. S. 
Army Signal Corps, provide fast transmission and receipt 
of printed communications. There is no time-lag for inter- 
pretation, no chance of misunderstanding, since both sender 
and recipient have identical printed originals... instantly. 


Research and development of equipment for transmitting 
and receiving printed communications has been a continu- 
ing project at Kleinschmidt for almost 60 years. This un- 
paralleled store of experience, now joined with that of 
Smith-Corona Inc, holds promise of immeasurable new 
advances in electronic communications. 











Model 150 Page Teleprinter 
Transmits and receives tele- 
printed messages at pre-set 
speeds of 60, 66, 75 or 100 
words per minute. Uses roll 
or fanfold paper. “Semi-rev" 
operation, whereby shafts ro- 
tate only a half-revolution, re- 
duces maintenance, prolongs 
life of unit. 


Model 120 Typing Reperfor- 
ator—Tape Transmitter 

This versatile unit receives 
and transmits messages in 
perforated tape form and per- 
mits reproduction, editing and 
preparation of tape, as well as 
manual keyboard transmission. 


KLEINSCHMIDI 


, KLEINSCHMIDT LABORATORIES, INC., DEERFIELD, ILLINOIS 


Pioneer in teleprinted communications equipment e A subsidiary of Smith-Corona Inc. 
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TYPE 80 DESK TELEPHONE 


NEW TYPE 85 TELEPHONE 
provides extension exclusion, 
signaling and two-line pickup! 


NEW TYPE 83 COMPACT TELEPHONE 
designed to stimulate your sale 
of extension phones. 


TYPE 90 WALL TELEPHONE 








VVTELEPHONE CATALOG 


NEW TYPE 82 ji 
DIAL-LIGHTED TELEPHONE, 
an instant success in two test markets! 


JUST CAME OFF THE PRESS 


Write for your free copy today! 


We’ve reserved a copy of our brand-new Telephone Catalog for you! 

This 24-page book contains complete information on the entire line of 
Automatic Electric telephones and telephone accessories. You’ll see the 
new Type 83 Compact Extension phone... Type 85 Special Features 
Telephone...and a preview of the Type 82 Dial-lighted Telephone (available 
soon). Each one is an opportunity to increase subscriber services and 
revenues! Write for your free copy of this fact-packed reference book. 


Just fill out the coupon below and mail today. 


AUTOMATIC ELECTRIC & 


Subsidiary of GENERAL TELEPHONE 


AUTOMATIC ELECTRIC SALES CORPORATION « Northlake, Illinois 
ATTENTION: Mr. R. B. Campbell 


Gentlemen: 
Please rush me a copy of your new Telephone Catalog. 





MY NAME IS 
(PLEASE PRINT CLEARLY) 
COMPANY NAME eae 


STREET ADDRESS 


a ee 




























(Continued from page 14) 


in 1931 the “Kingsbury Commitment” and the 
1922 letter of AT&T Vice President E. K. Hall to the 
LSITA the “Hall Memorandum.” 


Events in recent years covered in his testimony 
included the purchase by the Southwestern Bell 
Telephone Co. of the Tomball, Tex., Telephone 
Co., approved by the FCC after a hearing: South- 
western Bell’s acquisition of the Farley, Mo., Tele- 
phone Co., approved by the FCC without a con- 
test after a protest had been lodged with the Mis- 
souri Public Service Commission; and current 
negotiations involving the possible purchase of 
the Alvada and New Riegel, Ohio, Mutual Tele- 
phone Cos. by the Ohio Bell Telephone Co. 


In the Kingsbury Commitment the AT&T agreed not 
to purchase any more competing companies, leading 
ultimately to elimination of direct competition in ex- 
changes under purchases approved by the Attorney 
General until 1919. The Hall Memorandum of 1922 is 
a general statement of terms under which the Bell System 
will acquire Independents. which is still) the basic 


policy directive in this field today. 


In his testimony at the FCC hearings, Mr. 
Henry has declared that the exception language 
in the Hall Memorandum is “‘just as broad as the 
Bell System wishes to make it,” and that the Bell 
System’s construction is that “few if any” acqui- 
sitions would be “repugnant to its terms.” 
USITA’s position that there should be offsetting 
sales of Bell property to Independents “has been 
to no avail,” he declared. 


Exceptions are made in the Hall Memorandum where 
they are “demanded either (1) for the convenience of 
the public as evidenced by the wishes of the state 
authorities or by local public sentiment in or adjoining 
the territory served; or (2) by special reason which 
made the transaction seem desirable and essential from 
the point of view of the protection of our own property 


or the general public service.” 


Mr. Henry also said that in the past 11 years, 
Bell System acquisitions have resulted in a net 
gain of 77,000 formerly Independent stations to 
the Bell companies. He put into the record a tabu- 
lation of telephones bought from or sold to In- 
dependents by Bell companies, showing a total of 
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1,324,440 since 1912. The Northern Ohio tele- 
phone official also said that the telephones 
bought or sold reached approximate equality in 
1934-43, but he attributed this to the depression 
and World War II. An exhibit offered in the FCC 
hearings comprised a list of the acquisition appli- 
cations filed with the FCC by Bell System com- 
panies in 1952-57. Mr. Henry said that this shows 
that the program is accelerating. 


Mr. Henry also presented a tabulation showing the 
number of Bell System and Independent telephones in 
the nation from 1907 to 1957, and the relative propor- 
tion of each. The tabulation showed that the proportion 
of Independents declined steadily to 14.79% in 1948, 
hut that it had since remained steady, and increased a 


fraction to 15.1% in 1957. 


The USITA spokesman also declared that in 
recent years telephone growth has been “nearly 
static” in metropolitan areas, but has been heavy 
in suburban areas surrounding metropolitan cen- 
ters. The peripheral areas, as a result, are more 
attractive for future telephone development, he 
declared, and added that as a result the Bell com- 
panies are showing increasing interest in acquir- 
ing areas served by Independents adjacent to 


rapidly growing metropolitan areas. 


Mr. Henry told the hearing that the USITA has fou 
main points in the current case: 

“(1) dt is in the public interest to maintain two 
strong groups in the telephone industry. and to main- 
tain strong Independent’ manufacturers: (2) ther 
should be no sale of Independents to Bell companies 
so long as the Independents are ready. willing and able 
to provide service: (3) Menomonee Falls and Lisbon 
residents will have adequate service, whether it is Bell 
or General: and (4) a grant in the current case of the 
Wisconsin Telephone application might be considered 


a precedent for other Bell System applications. 


SAGE Settlement Procedures 

_. ableenonied procedures providing that Independ- 
ent telephone companies jointly furnishing facilities 
for SAGE system services with Bell companies will re- 
ceive their full costs, including mutually agreed-on rate 
of return, and with full original cost of the facilities 
covered up to 15 years, have been agreed on by Bell 
System and US Independent Telephone Association 
representatives and recommended for use where appli- 


cable by the companies. 


The procedures apply where facilities are joint- 
ly provided by Bell and Independent companies 
and the Independent agrees with the filed Bell 
rates and charges. The Independent would have 
two alternatives if it chose — filing its own inter- 
exchange rates or charges but accepting a com- 
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BOQ PETAR Pay 
UO Ls 


FOR TELEPHONE LINES... bare or insulated 


FOR RURAL DISTRIBUTION LINES .. 


Copperply wire introduces a unique combination of 
advantages and economies. For example: better 
balancing of circuits, suitability for future carrier 
circuits without additional line work, extended 
service life, improved long span installation, and 
sizeable economies both in insulating the wire and 
in line construction. 


These gains stem largely from precise concen- 
tricity, linear uniformity, and a non-porous rust 
proof copper coating permanently united with a 


NATIONAL 





guy strand or messenger 


high tensile, precision-drawn steel core, as well as 
availability in continuous non-welded lengths up 
to 1,000 pounds. 


Copperply is now available in High Strength and 
Extra High Strength grades, with either 30% or 
40% conductivity, and in all standard sizes from 
No. 3 to No. 14 AWG. 


Bulletin 202 gives additional data. Write National- 
Standard, Niles, Michigan. 


STANDARD 


DIVISIONS: NATIONAL - STANDARD, Niles, Mioch.; fre wire. stainless, music spring and plated wires +> WORCESTER WIRE WORKS, Worcester, Maae.; music spring, ste/niess and plated wires. high and lew carbon speciation 


WAGNER LITHO MACHINERY, Secaucus, N. J.; metal decorating equipment + ATHENIA STEEL, Clifton, NM. J.; Mat. high carbon spring steels + REYNOLDS WIRE, Dixon, HI.; Nevetrial wire coh 











to suit your needs! 


Sales, technical and factory people 
are a Close-knit group at Kennecott! 
They’re experts at working together 
without fuss or delay, producing tele- 
phone cable to customers’ specifica- 
tions. This flexible organization of 
specialists has a wealth of practical 
know-how on tap. You know the 
cable they make for you will stand 
the test of time. You see, lines of 
Kennecott Telephone Cable have 
been delivering fine service since 
1897! Call the Chase sales office near 
you for full details. 





IT’S 


KENNECOTT 


TELEPHONE 
CABLE 








CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


CHASE WAREHOUSES and OFFICES: 


Atlanta Cincinnati Grand Rapids Milwaukee New Orleans St. Louis 
Baltimore Cleveland Houston Minneapolis Philadelphia San Francisco 
Boston Dallas Indianapolis Newark Pittsburgh Seattle 
Charlotte Denver Kansas City, Mo. New York Providence Waterbury 


Chicago Detroit Los Angeles (Maspeth, L.1.) Rochester 


mon order for service from the Air Defense Com- 
mand, or dealing directly throughout with the 
ADC, obtaining its own order for service and 
filing its own schedule of charges. 


The group which recommended the settlement plan 
has commented that it “would also seem appropriate 
for comparable private line systems furnished jointly to 
defense or other government agencies for facilities re- 
quired that involve substantial construction of new 
plant.” 


Application of the settlement plan would be 
limited to “‘external facilities” — interexchange 
and connecting local channels and terminating 
equipment. “Internal facilities’ — key equip- 
ment, private branch exchange switchboards, etc. 
— would generally be provided under local com- 
pany tariffs, and would not be involved. 


The plan provides that the “Independent company 
will receive all of its costs and expenses incurred in 
providing the service for the particular facilities as 
ordered by the ADC.” The cost and expenses would 
reflect such items as maintenance expenses, deprecia- 
tion, administrative expenses, operating and income 


taxes, and return. 


The plan also provides that “In the event any 
or all of the service is discontinued prior to 15 
years from the date of the service installation, a 
settlement will be made to the Independent com- 
pany for its portion of the plant facilities discon- 
tinued. This termination settlement will be equal 
to the net book cost (original cost less applicable 
depreciation reserve and construction charges) of 
the plant facilities discontinued, such amount to 
be reduced by realizable salvage obtained after 
allowance for cost of removal and allowance for 
usable plant remaining in place. If the net salvage 
(gross salvage less cost of removal) exceeds the 
net book cost of the plant facilities discontinued, 
the difference will be treated in the settlement 
as a credit to the Bell company.” 


A new 15-year termination period applies to added 
investment when made, under the recommended plan. 

Under the arrangement between the Air Force and 
the Bell System, and the military construction act which 
limits the amount of the government’s contingent liabil- 
ity. termination payments are to be made to the Bell 
companies by the Air Force if the service is discontinued 


within 10 years. 


Communication facilities and ordering arrangements 
described in the plan “pertain specifically to all types 
of SAGE equipment, such as heavy radar, gap filler 


radar sites, direction centers, etc.” 
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Multi-pair Distribution Cable 
primary insulation of conductors; Mon- 
santo Polyethylene 14202 and 11302 






Jacketed Thermoplastic Sheathed 
& Telephone Cable primary insulation: 
Monsanto Polyethylene 12203 & 12253; 
} jacketing: Monsanto Polyethylene 14202 





for your reliable“single source” of polyethylene wire and cable insulating compounds 


For primary insulation, for jacketing, for steel support wire 
insulation—every one of the expanding series of Monsanto 
Polyethylene insulating compounds has been formulated for 
extrusion efficiency, great mechanical strength, and electrical 
requirements to fit your specific needs. 


Call your local Monsanto representative for the complete 


story on how Monsanto Polyethylene can meet end-use per- 
formance requirements . . . or write for complete technical 
data and other information to Mon- 
santo Chemical Company, Plastics 
Division, Room 468, Springfield 2, 
Massachusetts. 
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HILCO 


TV Microwave 


... provides reliable, low-cost, 








unattended TV relaying! 


Philco television microwave systems provide eco- 


nomical transmission of NTSC compatible color or 


monochrome TV signals . . . plus full audio channel. 
Here is modern microwave . . . especially designed 


to meet the needs of community TV operators for 
thoroughly dependable operation. Philco TLR sys- 
tems provide S-T-L relaying in the 5900 to 7400 
mc bands. 

Heavy duty power supply provides 1 full watt 
output to insure outstanding operational reliability 


in Continuous unattended service. 


All components mount in standard 19’’ racks. 





Unitized circuit construction simplifies maintenance. 
Built-in test and metering circuits combine with 
automatic stand-by to assure uninterrupted service 


at all times. 


Here is reliability of performance unaffected by 
severe weather, free from the many limitations of 
wire and pole lines, unhampered by problems of 
difficult terrain, overwater transmission or expen- 


sive rights-of-way. 


Philco engineers will be happy to help you with 
your special Microwave requirements. Please contact 
us for further information. Look ahead... and 


you'll choose Philco. 














Highly reliable, unattended one-watt operation 
Field proven in extended multi-hop applications 


True repeater permits top quality, long haul 
operation 


Highest power in the industry 





Full voice channel multiplexing 





@ Philco offers complete turnkey service . . . sur- 






veys ... installation . . . maintenance 





Repeater—The Philco TLR-4 Microwave 
Repeater is a true repeater utilizing the heterodyne 
principle to produce high performance quality and 
simplicity of operation and maintenance. 








Because video performance of a microwave sys- 
tem is determined mainly by the transmitting and 
receiving terminals, the introduction of the TLR-4 
Heterodyne Repeater, which is essentially trans- 
parent, results in optimum overall system _ per- 
formance. 


The output frequency of the TLR-4 Repeater is 
derived from the input signal (+190 mc) provided 
by a crystal. Therefore, the output frequency is 
independent of adjustment or drift of the micro- 
wave local oscillator. 


Field maintenance testing of the TLR-4 Repeater 
is rapid, consisting only of RF and IF bandpass 
checks. Only simple IF sweep equipment is needed 
to obtain original factory alignment of the IF 
strips for differential phase and differential gain 
requirements. No special phase testing nor phase 
correction adjustments need be made. 























Transmitter—The Philco Model TLR-6 Transmitter consists of 
three basic units: (1) a transmitter chassis, (2) a +750 volt de power 
supply and (3) a +300 volt de power supply. All units are designed 
for rack mounting in a standard 19” relay rack. 








Transmitter chassis contains the reflex klystron r-f generator and asso- 
ciated modulator, a-f-c circuits; wavemeter and amplifier, metering 
circuits for monitoring within the equipment, a built-in test signal 
generator, and a —500 volt power supply. All operating controls and 
the more frequently used maintenance controls are located on the front 
panel of the transmitter chassis. 











4 Receiver—The Philco Model TLR-G Receiver consists of seven 

basic units: (1) a Pre-Amplifier and Mixer Assembly, (2) a Receiver 
Chassis, (3) an Automatic Frequency Control Chassis, (4) a Local 
Oscillator Chassis, (5) a Video Chassis, (6) a 300 Volt Power Supply 
and (7) a 105 Volt Power Supply. 








The Pre-Amplifier and Mixer Assembly is connected to the waveguide 
support at the rear of the rack, while the remaining six units are 
rack mounted. 







The Receiver Chassis contains an IF amplifier plus metering circuits 
for monitoring critical points within the equipment. 







The Automatic Frequency Control Chassis contains a repeller power 
supply in addition to the AFC circuits. 







To meet the challenge of advancing technology, support the rapid 
expansion of scientific education. At Philco, opportunities are unlimited 
in electronic research and engineering—transistor circuit applications— 
computer logic design, test and evaluation and input/output equip- 
ment design 


PHILCO 


GOVERNMENT & INDUSTRIAL DIVISION 


4710 Wissahickon Avenue -« Philadelphia 44, Pennsylvania 









In Canada: Philco Corporation of Canada Limited, Don Mills, Ontario 














Clean-lined simplicity... cye appea 
“hi-fi” transmission and reception... ea un 
smoother, quieter dial... ease appl 


all add up to the... 


NORTH WALL Ph) 





for kitchen, laundry, workshop, garage and similar 
installations where counter or work space is at a premium! 
Extension promotions are easier with the North 

Wall Phone—in black or choice of seven Color-Tones 

for maximum decorative appeal. 


fou’ll be further ahead with NORTH WALL PHONES 


NORTH ELECTRIC COMPANY 


655 SOUTH MARKET STREET © GALION, OHIO 
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GALION, OHIO 
387 S. Market Street 
>hone: 2-4201 


DALLAS, TEXAS 
1725S Levee Street 
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ATLANTA, GEORGIA 


754-756 Ponce de Leon Pi., N.E. A 
TRinity 6-6564 


SALEM, OREGON 
P.O. Box 346 
EMpire 4-8515 


LAKELAND, FLORIDA 
1851 Gary Road 
MUtual 8-5391 
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Orangeburg 5° Bend Sections are the 
“on-the-job” answer to special bend 
problems. They get over, under or 
around those unforeseen obstructions 
... and do it easily and economically. 





Crossovers . . . transformations. . . 
offsets . .. can be made in the field by 
joining sections together to obtain the 
desired direction change. No costly 
delays . . . no special bends needed. 


Orangeburg 5° Bend Sections* are 
another reason why Orangeburg Fibre 
Conduit is the ideal protective raceway 
for underground electrical cables. 





Distributed by Graybar Electric Company 
and General Electric Supply Company 
Branches and stocks in principal cities. 


Write Dept. TE-65 for Bulletin S.E.C. 


“Made for Orangeburg Standard Conduit only. 


ORANGEBURG MANUFACTURING CO., INC. 
Orangeburg, N. Y. Newark, Calif. 


ORANGEBURG 


FIBRE CONDUIT PROLONGS CABLE LIFE 






Special 30° angle 
turn made with a 
six 5° 36” radius § 


bend sections ‘Transformation of 


conduit lines 
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——_--- EDITORIAL——— 


PUEOPEUDEDEDECECOUCUECUDEOORUDUTEDECRUEUEDEEETEE RAD ERERUGTEDECECETSOLUEOATEDELEUEDEOROREEDEOEDECEDEDEREDEEEPEREDERODUROEUREAOROEUEOROEDEDESORUEEDIOOOOOUREREOEDOREDORODEREEO RODS EUESOOESOOEOEOROSOEOEGECEOOUEGEGEOLOROEONORERODOROEUDOEOEOEURUOLOLOROEORONOEGEOEOEGEOEOEOEOSONDAGEONOEOAEEOEROEIEGAUEEEOOEECEOOEDEEOOOEOERAOEEEOOEOEEE 


“A Fast Freeze From FCC” 


IGHT ALONG with other telephone industry 


members we recently read and re-read the 
Federal Communication Commission’s Memoran- 
dum Opinion and Order of April 16, 1958, which 
banned future 890-940 me licenses to common 
carriers. 

In brief the order: (1) Reallocated the 890- 
942 me band to government use for radioposi- 
tioning, effective immediately; (2) authorized 
common carriers to continue operation of exist- 
ing stations in the band, pursuant to existing 
authorizations, until the termination of present 
licenses when they will be permitted to renew 
their authorizations provided they accept ISM 
and radiopositioning interference and do not 
cause harmful interference to the radio-position- 
ing service; (3) banned future 890-940 me li- 
censes to common carriers; and (4) failed to pro- 
vide for the relocation of common carrier systems 
now operating in the 890-940 mc band. 

In our opinion the issuance of such an order 
by the FCC without notice and without affording 
communications common Carriers an opportunity 
to be heard indicates the Commission did not 
thoroughly understand the havoc its fast freeze- 
cut of telephone companies from the 890-940 
me band would cause. 

This havoc was capably pointed out by the 
United States Independent Telephone Association 
(USITA) in its recent petition for “Reconsider- 
ation and Stay of the Memorandum Opinion and 
Order” when it listed the following points: 

(1) A large portion of the Independent tele- 
phone industry’s $6,500,000 investment in micro- 
wave installations utilizing frequencies in the 890- 
940 me band will be lost unless frequencies are 
made available to common carriers in a_ band 
cdjacent to the 890-940 me band. 

(2) While it is true that an 890-940 me system 
can be modified to work within 50 me below or 
50 me above the 890-940 me range, it is tech- 
nically impossible to modify existing equipment 
to achieve any greater frequency displacement. 

(3) The FCC’s failure to provide for a suitable 
band of frequencies to which telephone company 
microwave systems can be readily and economic- 
ally moved leaves the companies with no feasible 
means of fully utilizing present investments. 


(4) This failure of FCC to allocate suitable 
frequencies, unless promptly corrected, will bring 
about the retirement of unusable microwave sys- 
tems with the writeoff of the undepreciated value 
of the investment to be partially recovered 
through higher rates. 

(5) Since the investment in plant engineering 
for future development of the 890-940 me band 
‘annot now be utilized, FCC failure to provide 
a suitable band of frequencies jeopardizes the 
telephone industry’s ability to meet demands for 
expanded service and continue vital services to the 
public and to yational defense installations now 
being furnished by licensees utilizing 890-940 
me frequencies. 

Although its recent order indicates otherwise, 
we do not believe the Commission intended to 
work such hardships and create such problems 
for the telephone industry. 

However, the problems have been created and 
since they were created by the FCC, we believe 
its members should now consider prompt action 
to stay the effective date of its Memorandum 
Opinion and Order of April 16, 1958, and take 
immediate steps to allocate a 50 me band ad- 
jacent to the 890-940 me band to the exclusive 
use of common carrier fixed service. 

Unless the FCC takes such action it seems to us 
it is asking the telephone imdustry to perform a 
miracle — a miracle that involves writing off a 
multi-million-dollar investment, the overnight de- 
velopment of new systems that can be engineered 
and installed in time to avoid service disruptions 
and an immediate search for funds to finance the 
replacement of present systems. 

Knowing the telephone industry’s ability for 
doing the impossible we will grant that given the 
necessary time the industry could bring about 
the miracle FCC seemingly expects. 

Our big question does not concern the indus- 
try’s ability to get things done. It concerns itself 
with “why the industry should be handed the 
problem when the potential financial loss to tele- 
phone companies would be reduced and the im- 
pending disruption of public and military serv- 
ices would be completely eliminited by FCC allo- 
cation of a 50 mc band adjacent to the 890-940 
me band to common carriers.” 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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USI DIAL PBX 


Check these dividends which are yours with a USI Private 
Branch Exchange dial telephone system: 


FULLY AUTOMmaATIC—No attendant needed day or night, for ringing 
and completing internal or outgoing calls. 


QUICK, EASY INSTALLATION—By any qualified installer or mainte- 
nance man. 


LOW INVESTMENT — YOu Can start with only a few stations and expand 
by economical steps as development demands. 


TIME-SAVER ATTENDANT'S SET—A compact desk-top set to handle 
incoming calls can be operated by secretary in addition 
to her regular duties. 


HIGH QUALITY TELEPHONE EQuIPMENT— Meets the specifications and | 
high performance standards of leading independent tele- | 
phone operating companies. 


LOW-COST OPERATION—System is so designed that a minimum of 
maintenance effort is required for trouble-free operation. | 


For cost-free consultation... call, write, or wire us for an analysis of . 
your communication needs without obligation. 






CHARLOTTESVILLE, VIRGINIA 
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Telephone Merchandising Opportunities 


By WILLIAM A. MacDONOUGH 


“There is a similarity between the appliance business and the tele- 


phone business . 


. . You are competing with manufacturers and re- 


tailers for the same consumer dollar — because you both use the basic 


appeals of ‘Convenience,’ ‘Time Saving,’ and ‘Work Saving. 


A° YOU probably know, | am not an expert on Tele- 
“phone Merchandising. | am here only because Joe 
Van Horn and Don Schumacher of General Telephone 
heard me talk about some of the Merchandising Prob- 
lems and Opportunities of the Appliance Business. and 
it occurred to them and to your secretary-treasurer, Bill 
Miller, that there was a close parallel between the busi- 
ness of selling appliances and the business of selling 
and they felt 


some of the sales ideas and sales techniques that have 


Telephone Service and accessories. 


proved successful in the appliance business might prove 
to be helpful in stimulating sales for you. 
With that thought in mind 


little time studying your telephone business and it is ap- 


I’ve been spending a 


parent that there is a similarity between the two busi- 
nesses. Fact is you are in the appliance business. You 
are competing with hundreds of manufacturers and 
thousands of retailers for the same consumer sales dol- 
lar because you both use the basic appeals of “Con- 
venience,” “Time Saving,” and “Work Saving.” 

If you do not merchandise your special services or 
products as aggressively or as intelligently as the ap- 

*Mr. MacDonough is vice president of Kudner Ag- 
ency, Inc., New York City. 
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pliance dealer or the appliance manufacturer you will 
not get the share of Family Disposable Income that you 
must get, to operate profitably. 

In your competition with the appliance industry you 
have certain advantages and disadvantages. It is im- 
portant that you recognize your strengths and weak- 
nesses sO you can overcome and correct them. 

Here are a few of your advantages: 

(1) Need for Telephone service is establish- 
ed, — It is no longer necessary to sell the idea of 
“automatic person to person communication.” You don’t 
have to change womens’ work habits or way of life as 
is necessary for the appliance dealer before he can 
sell a dishwasher, or garbage disposer. or dryer. 

(2) No direct competition. — No one else 
can sell the product at a lower price, or start a price 
war or dump an over stock or ship products in 
from another territory, to cut prices and kill profits. 

(3) No financing or credit problems. — 
No big down payments to overcome no trade-ins to 
dispose of. In most cases your prospects are already 
on your books and the costs of adding the extra sale 
are negligible. 

(4) You have a good reputation. — There are 
no barriers to break down: your customers trust what 
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your employes tell them. You can make home contacts 
without hindrance, to survey needs and explain and 
demonstrate services and accessories. 

(5) You can offer a “Service Free” product.— 
Customers know you will keep the product in repair 
without cost or upkeep no repair bills no waiting 
lor weeks for new parts no problem of a dealer 
saving “I don’t carry that brand anymore.” 

(6) A big unsold market for the services and 
accessories that you want to promote. — Almost 
everyone is a prospect and can be approached through 
low cost mass advertising. All these are wonderful ad- 
vantages that every appliance dealer will envy. Par- 
ticularly with conditions as they are in the appliance 
business today. 

*“Some Real Sales Problems” 

UT — I don’t have to tell you that all is not sweet- 

ness and light. You have some very real sales prob- 
lems. Among these are the following: 

(1) While the need for minimum telephone 


service is established too few people have been sold 





“You need more key homes, sampled with installations 
of your special products and services so prospects can 


” 


see the products in action... . 


on the plus services and facilities that represent the real 
sales potential of your business. 

How many women recognize the time saving —- work 
saving convenience of additional telephones at Key 
Points in the Home? How many realize the decorative 
possibilities of color telephones ? 

How many fathers have tried to complete an emerg- 
ency call from office or airport while the one line into 
the home was utilized by a “Teenage Tie-up” and 
thought about solving the problem with a second line? 
How many women with flour or suds laden hands have 
wished they had the hands-free convenience of a “no 
hands” or “loud speaking” telephone, or the door- 
answering convenience of an intercom? 

How many business men have seen the time saving 
and dollar saving convenience of the Electronic Secre- 
tary, or speaker phone, or dial-a-phone ? 

Obviously the answer is “not enough.” There is a 
tremendous educational job to be done, to create both 
recognition of a need, and awareness of a solution. 


(2) Lack of competition — the theoretical advan- 
tage that is an actual disadvantage. There is not enough 
advertising and promoting your products and services 
to meet appliance competition! You are up against at 
least eight major appliance manufacturers advertising 
refrigerators — spending about $30 million yearly 10 
range manufacturers, spending about $10 million year- 
ly. 12 laundry manufacturers spending as much as $10 
million yearly and;l0 to 15 small appliance manufac- 
turers advertising toasters, mixers. irons, fry pans, etc. 


with many more millions of dollars all selling an 


idea all offering convenience, time-saving, work sav- 
ing —- the same appeals that you offer. 


You have only two national advertisers of importance 
working for you selling telephone services sup- 
plementing your local advertising budget. (This was 
same situation Bendix faced with introduction of the 
automatic washer — and to meet it they finally licensed 
a competitor Westinghouse so they would have 
help in selling an idea.) 

Your third disadvantage is also one of your theoreti- 
cal advantages 

(3) Low saturation! You lack the power of word 
of mouth advertising by satisfied users. You need more 
key homes sampled with satisfactory installations of 
your special products and services so prospective users 
can see the product in action and sell themselves. But 
weighing the advantages against the disadvantages 
in today’s highly competitive economy — I know a 
great many people in the appliance business who wish 
they were in your shoes. 

So if they were in your shoes what would they 
do about it? Well | think they would use the same 
pattern of merchandising that appliance people have 
always used — for convenience, let’s use 4 action classi- 
fications: (1) Explanation; (2) demonstration: (3) 
solicitation; and (4) radiation. 

(1) Explanation: — Tell your prospects about 
your products and services in terms of consumer bene- 
fit what it will do for the user. Use advertising and 
publicity to inform. 

Recently | saw the results of a pilot survey of both 
home and business telephone prospects and the small 
percentage of prospects who had any real awareness 
of the different telephone services available, or the 
low cost of the services with which they were familiar 

. was most discouraging. 

So take advantage of every opportunity to tell the 
news story of special telephone products or services. 
and how little they cost in terms of time and work 
saved. Tell the story clearly through every possible con- 
tact . . . newspaper advertising, direct mail. telephone. 
radio, exhibits, face to face. 

(2) Demonstration: — This is the key point in 
most appliance merchandising show the product in 
place, in use and in action. Let the prospect use the 
product or see it in use. 

Most appliance manufacturers subsidize demonstra- 


tions, pay the dealer or the salesman to make demon- 
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RECEIVING LINE: — General Telephone Co. officials are shown above with CLAUDE WOODS, secretary of the 
Washington (Ia.) Chamber of Commerce, as they formed the receiving line April 30, greeting guests attending the 
dinner in the YMCA which opened the ‘Telephone Fair” in Washington. From left to Right are: JACK LaMASTER, 
assistant vice president in charge of merchandising for the General Telephone Corp., New York City: PARKER 
SULLIVAN vice president — merchandising, General Telephone Corp.; MR. WOODS; WALTER G. WRIGHT, vice 
president in charge of operations for the General Telephone System; J. L. Van HORN, president of General Telephone 
Co. of lowa: WILLIAM AUTRY, vice president of the Iowa company: and R. E. SHANNON, a director of the company. 


strations, particularly if it is a new product or a new 
use for a familiar product. 

again to draw on personal ex- 
the first Bendix 


As an illustration 
perience in the appliance business 
automatic washers did not start to sell until the factory 
forced dealers to hook up to hot and cold water, and 
actually wash clothes for prospects who sat and watched 
a complete wash cycle. 

Appliance manufacturers go into homeshows, utility 
exhibits, model homes spend millions of dollars to 
let prospects see for themselves how the product oper- 
ates, what it does, how easy it is to use. 

A key point in your merchandising check list 
should be a continuous search for economical oppor- 
tunities for demonstration of those products and serv- 
ices that require more than explanation to make the 
prospect want to buy. 

(3) The Third Merchandising check point is 
“Solicitation” — asking for the order and making it 
easy for the prospect to buy. 

Assuming that you and your company are doing a 
good job of explanations and demonstration, telling 
people about your new products and services and 
demonstrating them, how many times a day does some- 
one in your organization actually ask someone to buy? 
How do you encourage prospects to place an order? 

A few months ago a friend of mine (not in Iowa) 
decided to order a second phone for his home. It was 
Saturday and he phoned the telephone company busi- 
ness office and was told the office was closed, no one 
could take his order “please call back, Monday.” 
He did call back 


the sale might have been lost. [t seems to me that this 


but not for another month and 


particular phone company might have used an electronic 
secretary. 
Utilities for years made a practice of system-wide 


solicitation and during special campaigns every employe 
acts as a sales scout for prospective range or refriger- 
tors or water dealer sales. They have sales meetings. 
prizes, bonus for leads, all types of enthusiasm building 
devices to locate prospects, get free home trials and 
actually make sales. 

Appliance people have found out most people have 
a latent need for some appliance, and a lot of sales can 
be made if someone just asks the prospect to buy and 
gives him a good reason to buy now. 

(4) Radiation: — This is often the most power- 
ful sales force you can use particularly on a low 
saturation appliance. Radiation is like a chain letter 
one person sells two the two sell four the four 
sell eight, ete. 

Radiation calls for planting a sale in the key home 
of an influence maker where the product will be proper- 
ly displayed and used, and where it will be demonstrated 
and sell itself to visitors who in turn will buy and 
demonstrate and sell. 

The best salesman is the satisfied owner of a new 
product; he wants the credit for discovering something 
new and good, he wants to tell and sell his friends. 

Most appliance manufacturers include in their budget 
for introducing a new product, a substantial amount to 
cover the cost of selling new products at less than cost 
to: retail salesmen for home use; utility employes: key 
buyers; and influence makers. 

They know sales will radiate out from these key users 
if the product is satisfactory. You may not be able to 
follow this exact practice but you can take special ef- 
forts to see that products that are not widely known or 
used get special sales effort directed at influence makers. 
You can plant sales in locations that will let radiation 
<0 to work. 


The next question is: How will they work on 


YOUR JUNE 1, 1958 TELEPHONE ENGINEER & MANAGEMENT 33 

































































telephone sales can they be applied practically 


and economically ? 


Well — we're going to find out — one of your mem- 
bers — General Telephone of Iowa wanted to get 


the facts; they wanted to find out the practical limits 
to which various items of telephone equipment and 
services are promotable. So, Joe Van Horn went to 
Parker Sullivan and George Norton of General Tele- 
Why don’t you 


and your advertising agency prepare a complete adver- 


phone in New York and said “Look 


ising and promotion program, utilizing all the methods 
and merchandising techniques that seem practical 


J. L. VAN HORN, president, General Telephone Co. of 
lowa, addresses Washington, Lowa meeting which opened 
the “Telephone Fair.” 


and reproducable and try them out in one single 
community under controlled conditions.” 

Joe said, “You'll be able to measure your sales suc- 
cess and costs, but most important of all you can 
find out why certain appeals work why some people 
buy and others don’t you can determine the relative 
appeal of certain services and equipment and you 
can study the long term effects of . .. . Explanation — - 
Demonstration Solicitation and Radiation.” 

The idea made such good sense it was adopted im- 
mediately. And I’m happy to tell you that a city in 
lowa has been selected as “Telephone Test Town” for 
the controlled depth study of telephone merchandising 
and promotion techniques. For 30 days Telephone 
Test Town residents will get the benefit of Explanation 

of Telephone Service and facilities. There will be a 
series of newspaper ads that will explain the benefits 
of additional lines, extra telephones, loud speaker 
phones, sound booster phones, illuminated dial phones. 
extra directory listings, outside loud ringing bells, wall 
telephones, and every one of the ads will carry the 
price — in monthly terms. In addition all avenues of 
Public Relations and Publicity will be used to Explain 


the convenience and benefits of the facilities. 





Demonstration will be a major factor in what will 
be called the “Telephone Fair.” A special trailer with 
installations of every type and color of equipment avail- 
able will be located in the center of town, with special 
attendants who will explain and demonstrate each piece 
of equipment for both home and office use. 

Solicitation has an important part in the activity. 
Specially trained telephone representatives will visit 
each home to personally survey the size and type of 
family, present equipment and possible additional serv- 
ices that might be needed. Each subscriber will be 
asked to buy a special package of those services that 
best fit the needs of the individual home. 

For Radiation sales power every effort will be 
made to get community leaders and those with homes 
in key locations to purchase those services that lend 
themselves to radiation selling and special follow up calls 
will be made on selected purchasers to check their abil- 
ity to create radiation sales. 

For general Promotion all Merchants will be in- 
vited to participate in the “Telephone Fair” with spe- 
cial window displays buili around “Telephone” situa- 
tions. with special displays for such retailers as Hard- 
ware Stores. Men's Shops, Women’s fashion and _spe- 
cialty shops. There will be special contests, daily prizes 
of long distance calls. and other types of attention gel- 
ting publicity activities. 

What does General Telephone hope to get out of this? 
Well, obviously a Pattern for future promotion that 
will create more revenue. But it’s more than that. They 
want to find out Why and Where extensions are used 
and the colors chosen for different rooms. They want 
to find out how many subscribers will switch from 
I-party or multi-party service, if plenty of private lines 
are available. and are promoted. This drive to up-grade 
service removes the shortage factor makes it a clear 
cut test of dollars versus convenience. 

In the Promotion effort to sell additional lines, the 
telephone company will not only determine what per- 
centage of subscribers will put in a second primary 


phone — but why they want it. 


This is a Merchandising Test that is intended to help 
all members of the industry. and I congratulate those 
who conceived it those who are investing the money 
to make it possible —- and those who will actually have 
an opportunity to put into practice the Merchandising 
Theories so many of us talk about so much and 
put into practice so little. 

| am looking forward to visiting “Telephone Test 
Town” to see for myself how well appliance mer- 
chandising techniques can be adapted to telephone 
sales. I'm sure many of the recommendations I now 
make will be modified in the light of actual experience. 
But, that’s the great value of research, it enables us to 
make our mistakes and correct them, on a small scale, 
before they become too costly.—Adapted from a paper 
presented at the 1958 convention of the lowa Inde- 


pendent Telephone Association. 
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Pre-REA-Loan Accounting Methods 


By B. W. 


BARNETT 


Proper accounting procedures will provide information which is ac- 


curate, thorough and complete, and reduce accounting problems pre- 


liminary to obtaining a REA loan. 


T SHOULD be stated at the outset of this discussion 

that its purpose is not to provide an authoritative 
guide to REA accounting. Formal and complete instruc- 
tions prepared and issued by the REA are made avail- 
able to all REA borrowers. What we are attempting to 
do in this discussion is to share with you our experi- 
ences, so you will benefit from them and be able to 
account for your operations with a minimum of work 
and difficulty. 

Although this discussion deals primarily with book- 
keeping methods that will reduce accounting problems 
preliminary to REA loans, to get a clear picture it will 
be necessary to consider some phases of post-loan 
accounting. A pre-loan activity necessarily includes be- 
ing prepared for the operations which take place after 
the loan is secured. 

For example, the company with which I am connected 
had the foresight to change its Daily Time and Ma- 
terials Reports several months before our REA loan was 
granted, so that all concerned had the opportunity to 
become familiar with the reports and the summarizing 
procedures. This was very helpful. 

It would be well to begin by reminding ourselves of 
the primary purpose of accounting records: to provide 
information concerning property and the rights to 
property, and to show how property and the rights to 
it have been affected by business operations. The func- 
tions are mentioned because in any growing, expand- 

*Mr. Barnett is general auditor, Texas Telephone & 


Telegraph Co., Corsicana, Texas. 


ing, and developing situation, sound management is of 
vital importance. One of the principal needs which 
management has under such circumstances is informa- 
tion which is accurate, thorough and complete, and ac- 
counting records thus play a vital role. 

One danger in such a situation is that the number 
of accounting personnel will mushroom and become an 
expense burden as the department seeks to provide in- 
formation and keep records on all company operations. 
It should be borne in mind that each time a new person 
is added to the accounting force, added office furniture 
and fixtures, added space, utilities expense, printing 
and stationery, and other costs increase accordingly. 

Of course one result of added accounting functions is 
that new terms will be used and new situations will call 
for additional or modified procedures. We have found 
it advisable to do a considerable amount of study dur- 
ing the past two years, using such books as Foster & 
Rodey’s “Public Utility Accounting,” Neuner’s “Cost 
Accounting” and chapters in several other books on 
governmental accounting and other phases. This is in 
addition to the necessity for studying REA instructions. 


REA Forms and Reports 
| HAS BEEN our experience that REA forms, charts, 
reports, references and instructions follow the FCC 
accounting system. Therefore, one important factor in 
keeping books of accounts in order is to follow the 
FCC system as closely as possible. Our company does 
not use the series of clearing accounts, numbered in 
the 700 series for Class A and B companies, and so far 
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@ COAST-TO-COAST...Independent operating companies 


in 46 states and Alaska have bought more than 2100 sep- 


arate installations of XY° Dial equipment. One basic 


reason for this wide acceptance of XY is flexibility. 
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has not found that our relation with the REA has made 
it necessary to do so. Any prospective borrower who is 
not following the FCC system would do well to begin 
here in putting his books in order to cut down on 
accounting problems. 

The REA Telephone Operations Manual, Section 
1001, paragraph 1.2 states, “The suggestions in the 
manual are based on industry practice, generally suit- 
able for systems the size of those of most REA bor- 
rowers. These suggestions are not requirements. Each 
borrower can and should adapt the suggestions and 
sample forms included in the manual to fit its own cir- 
cumstances.” 

The management of our company has taken the posi- 
tion that since we already had a well arranged account- 
ing system and were following the FCC system, we 
should not add any general ledger accounts which were 
not clearly necessary. As a result we have added only 
the following five accounts because of REA financing :— 

(1) An account to carry our REA construction funds; 

(2) An account to cover the loan liability: 

(3) An account to cover the current interest accrual; 

(4) An account to cover the deferred interest accrual; 
and 

(5) An account to cover the interest expense. 

Of course an inevitable result of such a period is con- 
siderable indirect efforts and side effects on all the 
operations, making it necessary to add other accounts. 
For example, our labor distribution is made to 60 per 
cent more accounts than it was two years ago. 

When it is stated that an important factor in keeping 
the books of accounts in order is to follow the FCC 
system, there should be a realization of all that is in- 
volved. Many people who think they know the FCC sys- 
tem know it only in outline form. It is one thing to refer 
to Account No. 243-Aerial Wire, and something else to 
understand all that is encompassed in that account. 

Yet if the,accounts are to be kept accurately, and 
rumerous, costly corrections avoided, company person- 
nel must thoroughly understand what is meant by “pole 
lines,” “aerial cable,” “aerial wire,” etc. They must have 
this knowledge if they are to keep records on construc- 
tion that will give a true picture to the management of 


the company. 


“Sufficient Working Capital” 
EFERENCE was made earlier to the necessity during 
this pre-loan period for particularly sound manage- 
ment, and the necessity of receiving information from 
the accounting records. One problem during both the 
pre-loan and the post-loan period is to always have 
sufficient working capital available. 

If the company is expecting to receive an advance 
in funds for REA to cover certain pre-loan expense, it 
should make certain there is no misunderstanding as to 
what expense will be covered by loan funds. 

An example of this is the expense of commercial 
surveys to determine the potential amount of business 
available. If the borrower is expecting an advance to 








reimburse him for such a considerable expense as this 
may be, and such an expense is not included in the 
loan provision, it may create a problem. 

If he is doing some construction work before the 
loan is granted, which he plans to have included in the 
loan arrangements, and then does not have sufficient 
accounting records to verify this work later on, it may 
cause considerable delay in receiving needed funds and 
even upset the entire program. 

The REA is aware, of course, of the need for the 
borrower to have sufficient working funds and _ will 
make every effort to advance funds for work properly 
under the loan program and paid for by the borrower 


“If the accounts are to be 
kept accurately, and costly 
errors avoided, company 
personnel must thorough- 
ly understand what is 
meant by ‘pole lines,’ ‘aeri- 
al cable,’ ‘aerial wire,’ etc., 
if they are to keep records 
that will give a true pic- 
ture to management.” 


out of working capital. Even so, the accounting records 
can be of considerable aid to the management in exer- 
cising foresight and being prepared for unexpected de- 
velopments and securing prompt advance of funds 


from REA. 


“Keeping The Books” 
MONG the many problems in keeping the books of 
accounts both during the pre-loan and the post- 
loan period are: (1) the fact that they must be made 
available to so many different people; and (2) various 
responsible persons within the organization need certain 
information available to them constantly. 

For example, part or all of the books of an REA bor- 
rower may be audited by an REA field auditor, a pub- 
lic accountant normally engaged by management or the 
stockholders to make an annual independent audit, 
representatives of certain insurance companies, repre- 
sentatives of the Internal Revenue Service, representa- 
tives of the state comptroller, and others. The records 
must be arranged in such a way that making them easily 
accessible to one auditor will not make it difficult for 
another duly authorized person to examine them. 

If each department is required to keep a record of its 
own pre-loan expense and be able to substantiate that 
expense, it will need to have some means of doing this. 

To solve this problem we have purchased sufficient 
machinery which will enable us to make copies easily 
of time sheets and other basic records, and we have 
adopted the practice of making an extra copy of all 
voucher checks where the REA is involved. 

This has enabled us to keep our records of accounts 
payable in their normal files, and yet be able to com- 
pile a complete file relating to any phase of the pre-loan 
expense or any construction estimate. It has enabled 
two persons at the same time to have information on 
recent construction. both taking their information from 
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the Daily Time and Material Report. If any unauthor- 
ized person needs to see the original voucher or time 
sheet the files on these are available and extra copies 
make for ready reference. 


Accounting For Public Funds 

NE DIFFERENCE in financing through the REA 

and private financing is that the REA borrower is 
using public funds secured through a government ag- 
ency. This naturally requires strict and meticulous ac- 
counting of all such funds. The accounts and related 
records should be set up in such a way that detailed 
records are available to thoroughly explain how these 
funds were used. Among these records is the keeping 
of unit costs on all construction. This involves: 

(1) Arranging report forms so the man in the field 
can understand them without being confused and _ bur- 
dened by record keeping. 

(2) Helping plant supervisory personnel gain know- 
ledge of plant accounting that will enable them to re- 
view the reports and understand them. 

(3) Helping accounting personnel gain sufficient 
knowledge of materials, supplies, and equipment to pre- 
pare unit costs that will be of genuine benefit to man- 
agement. 

The management of our company has realized these 
needs and provided sufficient accounting personnel, 
to free me from routine work, thus enabling me to give 
sufficient time, thought and supervision to the problems 
that can be worked out before they become acute. 

Of course the information which is recorded, an- 
alyzed, classified and summarized through the account- 
ing process comes from various sources: Time sheets, 


material reports, expense reports, invoices, journal en- 


— 


tries, memoranda, banking records, and others. 

Since different persons may be preparing and using 
these records it is important that they be consistent 
and present an accurate picture of the operations. For 
example, we have found it advisable to keep a log on 
the work of a large number of our plant employes 
showing to what accounts their work was debited. This 
has enabled us to check and see that the man’s labor. 
his expense, the material he uses, the cost of vehicle. 
and any other costs on a given piece of work are all 
charged to the same account. 

Unless this is done, such items as gasoline and oil 
bought on a credit card and being paid a month or 
two after the expense is actually incurred may easily 
be classified differently from the other costs. Such an 
arrangement also enables us to maintain better internal 
control and watch unit costs on truck and auto expense 
or construction expense. 

Another value of keeping unit costs on construction 
in a detailed form on each step of the work is that the 
management can compare the work of different con- 
struction crews and compare the cost of having work 
done by the company’s working force or by an outside 
contractor. 

Frequently, along with accounting for plant con- 


structed, will be accounting for plant removed. This in- 
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volves debiting the Depreciation Reserve account for 
plant which is removed and cannot be reused in any 
form. It involves also debits to the Materials and Sup- 
plies account for plant which is removed and returned to 
stock or reused immediately. 

There are numerous instances during the construc- 
tion period when some very straight and careful think- 
ing is necessary to avoid having the books of accounts 
show a false picture. It is difficult at times to make a 





“Plant supervisors should have a knowledge of plant 
accounting that will enable them to review the reports 
and understand them.” 


proper distinction between which costs are to be cap- 
italized and which are to be considered an expense. 

For example when plant is being rearranged o1 
moved from one location to another, the accountant 
must be certain he has a correct understanding of what 
actually happened and whether or not the work in- 
creased the value of the plant property. 

Fortunately, members of our plant supervisory per- 
sonnel have understood our need and have been 
most helpful to us in getting thorough information. 
Also, they have carefully followed through to see that 
construction crews keep accurate and thorough records. 
It is not a pleasant thought to realize what difficulties 
we would have without this cooperation. To be con- 
cluded in the June 5th issue of “Telephone Engineer 


& Management.” 


Worth Writing For 





Literature from Communications Department, Radio 
Corp. of America, describes a new four-frequency mobile 
radiotelephone (CWR-UIV-A) unit that reduces “busy” 
signals to a minimum. The unit was designed primarily 
to permit the handling of a greater volume of on-the- 
road calls by mobile telephone service users. 

A multiple-frequency selector box, one of the unit’s 
standard accessories, is mounted on the automobile or 
truck dashboard to enable the driver to switch to one 
of the three remaining channels when his regularly as- 
signed frequency is “busy.” Another accessory, called 
the revert kit, automatically returns the unit to the 
assigned frequency when a call has been completed on 
the substitute channel. Write Readers’ Service Dept., 
TE&M, 7720 N. Sheridan Rd., Chicago 26, Ill. 
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The remarkable transistor 















Ten fruitful years have passed since Bell 
Telephone Laboratories announced the in- 
vention of the transistor. In those ten years 
the rapidly growing transistor family has 


assumed large stature in electronics. 


Many industries and businesses have 
benefited, but perhaps none more so than 
the telephone industry. The small size 
and low power requirements of transistors 
have permitted more compact and efficient 


telephone equipment. 








They have found important applications 
in Direct Distance Dialing. The ‘“‘diffused 
base’ transistor, a versatile broadband 
amplifier, has made possible the wide use 


of transistorized circuits in telephony. 


With ten years of progress behind it, 
the transistor is still only on the threshold 
of its future in telephony. In the years 
ahead it will become even more useful and 
valuable to all of America’s telephone 


companies. 
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| CORNER POLE 
NO DOWN Guy 





Tey >} 
SLACK SPAN 


| ° 
tale 


OR DIMINISHING POINT | a 


Le 
POLE A’ IS TO TAKE THE LOAD SINCE 
POLE “B” CANNOT BE GUYED. STRAND 
RUN 1S DEADENOED AT POLE “B” AND 
SPAN BETWEEN “A” ANO“B” IS SLACK. 


WHEN “A” SERVES AS STRAND DIMINISHING 
POINT FOLLOW SAME PROCEDURE. 





FIG. 283: Use of Strandvises for constructing false dead end. Typical construc- 
tion for slack span is shown. A reducing type Strandlink is used when mes- 
senger strand size is changed. 


MODERN CABLE CON 


Chapter X-E of Mr. Reed’s training course discusses — (1) 

false dead-end construction; and (2) splicing messenger 

strand, Chapter X-D of this article appeared in the May 
15th issue of TELEPHONE ENGINEER & MANAGEMENT. 


False Dead End Construction 
_— DEAD END 


occurs When a pole in the cable 


construction 


lead is guyed to take additional stress 
that cannot be absorbed by guying 
the last pole or the next corner pole 
in the lead. Such cases occur when 
a terminating pole cannot be guyed 
or has to have a guy with a very 
short lead, also when a messenger is 
to be reduced in size at a cable dim- 
inishing point (change from a larger 
to a smaller cable). 

In the latter case, the cost of con- 
structing the false dead end is weigh- 


ed against the cost of continuing the 
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same size lead to the terminating 
point in the cable lead to determine 
if the false dead end construction is 
economically justified. 

It is not sufficient to just guy the 
pole at the secondary dead end point. 
The guy must also hold the messen- 
ger, otherwise the latter will slip 
through the suspension clamp. When 
3-bolt clamps are used, a loop of 
strand is passed through the thimble- 
eye nut of the angle eye bolt for the 
down guy. The ends of the loop are 
fastened to the messenger with 3-bolt 
clamps. 

Figure 283 illustrates how a false 






A TEM TRAINING COURSE 


By JOHN S. REED 


STRUCTION 


dead end can be easily and quickly 
The 


Strandvise holding the messenger has 


constructed) with Strandvises. 
a long flexible bail that is threaded 
through the thimble-eye nut. The 
splice shown in the messenger need 
not be made if the messenger ex- 
tends only a short distance to the 
final dead end point. In this case, 
the Strandvise tube is run down the 
messenger from the end to the de- 
sired place for attaching the bail to 
the pole fixture. After the messenger 
is tensioned, the suspension clamp is 
tightened and the Strandvise tube is 
driven along the strand until the flexi- 
ble bail to the thimble-eye nut is 
taut. 

Figures 284 and 285 show methods 
of using Preformed guy grips for 
terminating different size messengers 
at false dead ends. The use of a pole 
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FIG. 284: — Showing false dead end construction with Preformed Guy-Grips at 
cable diminishing point. The pole strand connector shown is employed to dead 
end the different sizes of messenger each from opposite directions. 





FIG. 285: — Alternative method of constructing false dead end using conven- 
tional straight eye bolt and thimble-eye nut to dead end messengers from 


opposite directions. 
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FIG. 286: — Showing construction of Strandlink for splicing messenger strand. 
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mounted strand connector as shown 
in Figure 281 keeps the cable in a 
straight line and protects it) from 


rubbing contact with the pole. 


Splicing Messenger Sirand 
i ia OLD practice of splicing mes- 

senger strand involved the use of 
a steel strand connector that bore 
some resemblance to a strain insu- 
lator. With it, each strand end could 
be looped through and back for 
clamping in 3-bolt clamps. This was 
an awkward process and the assem- 
bly did not present a good appear- 
ance. Another disadvantage of this 
arrangement was the necessity for 
hanging the cable on strand supports 
whenever it passed under a_ strand 
connector and 3-bolt clamp assembly 
in the messenger. 

The use of the Strandlinks. illus- 
trated in Figure 286, saves much 
labor in making splices in messenge? 
strand. Voreover. the splices are per- 
manent and the cable can be lashed 
in direct contact with the Strandlinks 
without danger of damaging the lead 
sheath of the cable. 

Each end of the Strandlink has a 
three-jaw chuck which are housed 
in a tapered tube together with 
springs and a center stop. The jaw- 
open as the strand is inserted and 
erip the strand when tension is ap- 
plied to form a secure connection. A 
pilot cup in each end prevents splay- 
ing of the individual wires of the 
strand as the latter is pushed into the 
chuck, 

Strandlinks are available in’ sizes 
to fit 6,000-, 10,000-, and 16.000-Ib. 
messenger and guy strand, as well as 
smaller sizes of strand. For splicing 
together different. sizes of messen- 
gers as at cable diminishing points, 
a reducing type Strandlink is avail- 
able for splicing 10,000-Ib. to 6,000- 
lb. and 16.000-lb to 10,000-lb  mes- 
senger. 

When installing Strandlinks. the 
first step is to tape the strand to hold 
the individual wires in place. The 
strand is cut squarely 4% inch from 
the tape. The tape may be omitted 
if the strand is of the preformed type 
that will not splay on being cut. 

Using half the Strandlink as a 


gauge, a second layer of tape is 
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wrapped on the strand at a point 
equal to half the length of the Strand- 
link as shown in Figure 287. The 
strand is pushed straight into the 
pilot cup and the tape near the end 
is removed. 

The strand is then pushed farthe 
into the tube until it reaches the cen- 
ter stop as indicated by the second 
tape marker being within 14 inch of 
the tube opening. At this point. pull- 


the back lock the 


jaws firmly around the strand. 


ing strand will 

Since there is no way to remove 
the strand from the Strandlink. once 
is made. Strandlinks 


The cost of 


the installation 


are not. salvable. low 









STRANDLINK 





— LENGTH OF ns 


L INSERT STRANO IN STRANOLINK 
AND PILOT CUP 
2 REMOVE TAPE 





make 


however. 


these splice units. 
them very economical to use. 
Strandlinks 


splicing in sections of new strand to 


are also useful in 
replace corroded or damaged strand 
or parts of messengers burned and 
weakened by crosses with power lines. 

Preformed splices provide another 
means of splicing messenger strand. 
They are particularly useful in re- 
pairing burned and damaged mes- 
sengers. The method of applying the 
groups or subsets of Preformed 
splices is as follows: 


When 


spliced 


two strand ends are to be 
the 


(color marked) of the subset having 


together. center pitch 






TAPE 
MARKER 













FIG. 287: — Preparing strand end for inserting in Strandlink. 
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FIG. 288: — Procedure for assembling Preformed splice subsets on strand ends 
to splice them together. (a) Top — Applying first subset with strand ends 
butted together. (b) Upper Center — Two subsets partially applied. (¢) Lower 
Center — Snapping in the last pitch of a subset. (d) Bottom — Applying the 
first subset of a Preformed Splice for repairing damaged strand. 
TELEPHONE ENGINEER & 
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the largest number of rods is placed 
over one end of the strand. The sub- 
set and the strand are held at the 
butt end with one hand and, with the 
other hand, the subset is wrapped on 
by rotating and pulling slightly away 
from the strand. Two or three pitch 
lengths are applied. The other end is 
butted to the first The 


strand is held securely inside the first 


then one. 
subset with hand pressure, Figure 
288 (a) and then the wrapping of 
the subset is continued on the other 
end of the strand for two or three 
turns. Figure 288 (6). 

The 


the butt point. making sure to line 


other subsets are started at 
up the color marks. Then the subsets 
distance 
After all 


applied, 


are applied for the same 
on either side of the center. 
subsets have been partially 
the application is completed by snap- 
ping the last pitch of each subset into 
place with thumb pressure, Figure 
288 (c). Flexing and working in the 
strand at the same time will make 
it easier to apply the last pitch of 
each subset. 

When damaged or burned strand is 
to be repaired, the first subset is cen- 


tered over the weakened place in the 


strand. The subset and strand are 
held at the center with one hand and 
with the other hand. the subset is 


wrapped on as shown in Figure 288. 
(d). Two or three turns are applied 
on both sides of center. The other 
subsets are wrapped in the same man- 
ner. being sure to properly center the 
subsets. The last pitch of each subset 
is wrapped into place with thumb 
pressure._(To Be Continued) 


Technical & Product Catalog 





NEW TECHNICAL Catalog from 
Victory 


pertinent engineering data covering 


Engineering Corp. contains 


over 250 standard Thermistors and 
Varistors with applications and char- 
acteristics. There are many curves 
and drawings to assist the engineet 
in the selection of the proper unit. 

Other Victory 


experimentors 


products such as 
kits. 


hypsometers. and 


analysis 


eas 
equipment, tem- 
perature sensitive hypodermic needles 
are also mentioned. Write Read- 
ers. Service Dept... TE&M, 7720 N. 
Sheridan Rd.. Chicago 26. Ill. 
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@ Operates reliably on rural lines — good channel regulation 
and interference suppression characteristics. 

@ Provides unsurpassed automatic control under severe 
weather conditions. 

e@ Subscriber terminals provide talking battery and ringing 
power for drop extensions in excess of 1000 ohms. 

e Provides for all normal ringing methods, including super- 
imposed, bridged or divided ringing. 

e Facilitates expansion by stacking up to 10 channels per 
pair of wires. 


ier e@ Operates in conjunction with existing carrier systems on 





the same circuit or pole-lead. 
un- m : 
Leukust Dealinadie e Easily installed and maintained — unitized construction, 
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ASSOCIATION 


775 Attend 63rd lowa Convention: 
John J. Mcintosh Elected President 


is A’S Independent telephone com- 
panies must help in the search for 
industry for the state’s small towns to 
“prevent the out-migration of our 
young people.” the president of the 
lowa Independent Telephone Associa- 
tion said last month. 
K. Vernon. Sioux 


775 delegates at the 


President Ross 
told 


opening session of the group's two- 


Center. 


day convention at the Hotel Fort Des 
Moines. Des Moines, that by 


their influence to get new industry. 


using 


the more than 500 Independent com- 
panies “can continue to grow and 
serve. 

“Anything which affects the small 
town communities surely affects us.” 
he said. “We 


to prevent the departure of the young 


must use our influence 


people.” 

Vernon said 12 per cent of the in- 
dustry in lowa was located in com- 
munities of less than 5,000  popula- 


tion. The Independent companies in 


lowa serve more than one million 
persons in these same small towns, 
he said. 

“The industrial growth in lowa 


during recent years has exceeded the 
national average but we have still not 
solved the basic problem the oul- 
migration of our people.” Vernon 
said. 

Pointing out that today’s business 
climate has brought new problems. 
Vernon reported that despite easing 


of demand in recent months. indus- 


skilled 
still high and may even become more 
acute by 1960. 

“What 


he said. “is the 


tries’ need for executives Is 


some authorities. 
fact 


companies men with broad skills 


worries 


that in many 


personnel, marketing. general admin- 


istration are not being cultivated 


in the depth insure 


necessary to 


against crippling shortages which 


could develop when the economy be- 


gins to move forward in high gear 





Iowa Conventioners (1. to r.): — Association Secretary BILL MILLER, Des 
Moines: E. K. KAHL, Grinnell; WILLIAM MacDONOUGH, New York City; DON 
SCHUMACHER, Grinnell; and ROSS VERNON, Sioux Center. 
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ACTIVITIES 


again. We need leaders we may 
have them in our organization. How 
can we recognize them? How may we 
make them more productive for 
themselves and our organization?” 

Vernon stated the “critical elements 
in the development of the ability to 
lead” care: Natural leadership, in- 
telligence, use of good judgment and 
the know-how to make decisions, in- 
itiative, ability to develop and moti- 
vate subordinates, analytical (or 
problem solving skill). ability to build 
teamwork, emotional stability, and 
courage. 


“Watch for 


said. “They are secret weapons. The 


these abilities.” he 
potential usually is there. Let's de- 
velop it to its fullest. Today ours Is 
big business, the opportunity is ours. 
Lets make the most of it 

In presenting his report to the con- 
vention Secretary William F. Miller. 
Des Moines. reported the marked de- 
crease in the number of service sta- 
lion Companies. 

“Right after the War there were 
5.000 


lowa.” he said. “Although exact fig- 


around such companies in 
ures for the year ending 1957 are not 
vet available. it is a safe guess that 
the total will be well under 2500 or 
less than half of the total 12 


ago. Vlost of these service station com- 


years 


been 
five 


trend 


switch lines. have 
the last 


A continuance of 


panies, or 
taken 


years. 


four or 
this 


over in 


will see these farmer owned and 


maintained lines disappear in- an- 

other three or four years . - 
Referring to a recent study of the 

dial conversion plans of Iowa tele- 


Miller 


nearly 300 exchanges have not been 


phone companies. reported 
indicated as being proposed for con- 
version. 

“Of the total of 300,” he said. “I 
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Registration desk 
Association 


estimate about 1/3 or 100 are giving 
serious consideration to dial conver- 
sion and will. within the next 12 
months, announce plans. The remain- 
der, about 200. to the best of my 
wnowledge have no plans formulated 
and have not been keeping up with 
what is going on in the industry. The 


ereat bulk of these 300 are small sin- 


ele exchange companies and most of 


them are non-members of this asso- 
ciation. 

“This total of 300 exchanges repre- 
sents nearly JO per cent of the total 
Independent exchanges in the: state. 
The adjusted figure of 200 just men- 
tioned represents nearly 27 
of the 


lowa. | think this gives you a quick 


per cent 
Independent exchanges in 
overall picture of just what the situ- 
ation is with respect to dial conver- 
sions. Considering the fact that at the 
end of World War II there were only 
8-dial exchanges in the state. this is 
remarkable 


quite a development: 


most of it has come within the last 
four or five years.” 
consolidations and 


stated that the 


Referring to 
Miller 


number of exchanges represented by 


acquisitions, 


the companies that are members of 
the Association is “still going up and 
up.” 

“The number of companies that 
have joined since the beginning of 
1916 is right at 200.” he said. “Dur- 
ing this time, 00 member companies 
with 


were absorbed or consolidated 
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at recent convention of the Iowa Independent Telephone 
was a busy place as 745 registered for the two-day meeting. 


other member companies. Then there 
was another 50 non-member compa- 
nies which were acquired by or con- 
solidated with member companies. 


Most of 


about in the last 


these consolidations came 
four or five years. 


companies (versus almost 


Today there are non-member 


325, non- 
member companies 12 years ago) and 
these non-members represent around 
only 8 per cent of the total Independ- 
ent stations in the state. 

Another 


has to do 


rather interesting — ob- 


servation with the total 
number of Independent exchanges in 
The total 


changes remains fairly constant. [I 


the state. number of ex- 
seems that for every one that is dis- 
continued, an offsetting one is created 
somewhere else in the state. 

Miller reported that at the begin- 
ning of 1943. lowa. with 275,000 
stations. ranked 5th in total number. 

“We have always been first in the 
number of companies and even in 
view of the decreasing number due 
still rank Ist 
in that respect.” he said. “At the close 
of 1957. little over 
350,000 stations dropped to 10th 
place. California. which had 270,000 


in 1912 has jumped to over a mil- 


lo consolidations. we 


lowa. with a 


lion today from 6th place to Ist 
place. The gain in total Independent 
stations in the United States in the 
15-year period to date, from almost 
5.000.000 to a little short of 10.000.- 
OOO represents a gain of 97 per cent. 
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anotner 
reason 


COLLINS 


MIcTOWaVE 
































With a curve that approaches theoreti- 
cal response, Collins Mechanical Filter 
prevents cross-talk and is the key to 
single sideband operation. 


The Filter is an electro-mechanical 
bandpass filter which, in a single small 
package, gives performance superior to 
conventional bulky filtering systems. 


The Filter has constant impedance re- 
gardless of modulating frequency and, 
since its frequency characteristics are 
permanent, is hermetically sealed. 


This is another progressive feature of 
the most advanced microwave system 
available. For detailed information, 
write Sales Service, 1930 Hi Line Drive, 
Dallas, Texas. 
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> Hydraulic Reel Lift 

> Hydraulic Front Support 
> Spring Suspension 

> Up to 4000 Ib. loads 


All hydraulic operation for easy one-man 
loading and unloading. 

Other Truco Hydraulic Reel carriers avail- 
able in capacities up to 14,000 Ibs. Special 
large capacities built on order. 





TRUCK quipment co. 


3963 Walnut Street 
Denver 5, Colorado 


Subscribe Now 


If you are not a regular sub- 
scriber of TELEPHONE ENGI- 
NEER and MANAGEMENT, why 
not order your own copy sent 
to your home or office? 


1 Year-24 Big Issues-$4.00 


TELEPHONE ENGINEER & 
MANAGEMENT 

7720 Sheridan Road 
Chicago 26, Illinois 


Please send TELEPHONE ENGINEER 


& MANAGEMENT to me for 1 year. 


(Please Print) 
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lowa’s gain for this same period has 
been 27 per cent. 

“Lest some say we haven’t been 
keeping up, it should be remembered 
that for many years we led the list 
of states in percentage of farms with 
phones and, we just haven’t had the 
industrial and population growth 
such as some states like Pennsylvania, 
which went from around 300,000 In- 
dependent stations in 1943 to over 
700,000 today. As President Vernon 
has just pointed out, one of our real 
jobs as leading citizens in our respec- 
tive communities is to help attract 
industry to our cities and towns to 
slow down the out migration of our 
most valuable resource — our young 
people. Then too, we are still aware 
of the fact that the total number of 
farms in lowa, has been decreasing 
each successive year for the past sev- 
eral years. 

“In view of the situation, IT would 
say that our station srowth has been 
steady and healthy. But, there is 
more we can do, and should do, about 
more stations, and more auxiliary 
services ‘ 

William A. MacDonough, vice pres- 
Kudner 


York City. said Iowa Independent 


ident, Agency, Inc., New 
companies must learn to merchan- 
dise their products like the appli- 
ance industry in order to get their 
share of the state’s “‘convenience” 
dollar. 

MacDonough said the Independent 
companies have six “basic” advan- 
tages over industries which must 
“create a demand” for their products: 
(1) need for telephone service is 
established; (2) no direct competi- 
tion: (3) no sales financing or credit 
problems; (4) the good reputation 
of the telephone industry; (5) a 
“service free” product; and (6) a 
big unsold market for telephone serv- 


ices and accessories. 


“However, other companies who 
sell convenience such as the ap- 
pliance industry — spend millions of 
dollars to create demand and _ take 
away the telephone companies’ share 
of the convenience dollar.” he said. 

At the Tuesday afternoon session a 
panel of telephone experts, led by 


moderator Harold Thompson, Clear 


Lake discussed some of the problems 
of conversion of exchanges to dial 
service. The member companies in 
the IITA passed the halfway mark 
last year in the drive to convert the 
350.000 


phones to dial operation. 


state's Independent _ tele- 

Members of the panel were Carl 
Eichler, New London; Dick Thomp- 
son, Toledo; A. J. Bonestroo, Des 
Moines; Clyde McFarlin, Monte- 
zuma; Chff Pearce, Riceville; Gene 
Daubendiek, Jefferson; Charles Joy. 
Grinnell; and Dick Hardy, New York 
City. 

At the final convention session on 
April 9 delegates to the lowa con- 
vention called on Congress to repeal 
the wartime 10 percent excise tax 
on local and long distance calls. 

The delegates said in a resolution, 
“The tax discriminates against tele- 
phone communications because __ it 
singles out the telephone from other 
essential household utility services. 
The present excise tax on communi- 
cations makes it impossible to main- 
tain a reasonably priced and non- 
discriminatory public communication 
service ae = 

After calling for an end to the ex- 
cise tax, convention delegates were 
warned against thinking the exemp- 
tion of smaller telephone companies 
from the federal “wage and hour” 
law will be permanent. 

Addressing the final convention 
session Clive W. Haas, Big Timber. 
Mont., president of the United States 
Independent Telephone Association. 
said the association can not “hold the 
line” much longer against a drive to 
repeal the exemption. 

If the exemption were repealed. 
“dial conversion would be a must” 
for the smaller companies in order to 
cut costs, he said. 

A Merchandising Symposium, con- 
ducted by the Publicity, Promotion 
and Merchandising Committee of the 
Iowa Association concluded the two- 
day convention. Members of the 
panel were: C. C. Pearce, Chairman; 
Glenn Bergland, Thompson; C. E. 
Furrow, Des Moines; John P. Jones, 
Manilla; Norman McFarlin, Monte- 
zuma; V. D. Peck. Primghar; Don 
L. Schumacher, Grinnell; and Foryst 


L. Wells, Maqueta. 


1958 TELEPHONE ENGINEER & MANAGEMENT 


John J. McIntosh, vice president 
and general manager of Central lowa 
Telephone Co., Cedar Rapids, was 


elected president of IITA. Other 
elected officers are: Harold Thomp- 
of Clear Lake 


pendent Telephone Co., Ist vice presi- 


son, manager Inde- 
dent; Arthur W. Sanders, vice presi- 
dent and general manager of Iowa- 
Illinois Telephone Co., New London; 


and W. F. Miller, Des Moines. secre- 





tary-treasurer. 

Harry A. Miller, general manager 
of Telephone Department of Western 
Light & Telephone Co., Inc., Great 
Bend, Kans., was elected a director 
of IITA for 3-year term. 
Directors re-elected are: W. H. 
Fowler, Pella; Arthur Long, Sloan; 
John J. McIntosh, Cedar Rapids; L. 
E. Travis, Newton; J. 
B. Zerwas, Manning. 


L. Trevillion, 


Chariton: E. 


650 Attend 63rd Ohio Convention: 
Raymond J. Maxwell Elected President 


HE HUSTLE and bustle. the fun 


and accomplishment of a_ well- 
attended 63rd Annual Ohio Independ- 
ent Telephone Convention are a mat- 
ter of recollection now. Programs 
and meetings went off smoothly and 
the annual Columbus gathering of 
Ohio Independent telephone people 
pointed to a big year in Independent 
telephony in the Buckeye State. 

More than 650 people from. all 
parts of Ohio came to learn, listen, 
exchange ideas and have a good time. 
They accepted the challenge of this 
year's Convention theme, “A Look At 
The Future” and resolved to return 
home better prepared to exploit the 
opportunities that lie ahead in Inde- 
pendent telephony. 

An encouraging note concerning 
the present economic recession was 
sounded during the convention by 
Ohio State 


University’s Professor 


Paul G. Craig, Associate Professor of 
told the 


vention audience, “As | read the in- 


Economics. when he con- 
dicators, this recession. like its two 
post-war predecessors, will be but a 
pause in an uphill climb. Ohio in- 
dustry in general should not watch 
the second hand so closely that they 
cannot tell what time it is. It is time 
to grow and prepare for even more 
vigorous expansion.” 

In his talk, Professor Craig told 
the telephone group that if Ohio only 
keeps up with the national average, 
by 1975 


fourth to one-third more people and 


there will be from one- 


about 50 percent more output of 
goods and services. 

Ohio's growth in the last two de- 
cades, Professor Craig said, has been 
steady and substantial. It has not 
been so spectacular as in some re- 


gions of the country, nor has it been 


tied to any single industry or re- 
Ohio has 


fourth to second place among the 


source. advanced from 
states in manufacturing, he said, and 
in doing so has remained one of the 
three or four most diversified indus- 
trial states. 

In future years, Professor Craig 
there are many good 
Ohio will very likely 


more rapidly than the 


pointed out, 
reasons why 
move ahead 
rest of the nation. These include 
Ohio’s location relative to the nation’s 
markets, the state’s coal and power 
resources, good communications, the 
St. Lawrence Seaway, the Ohio River 
Valley’s industrial development, an 
abundant water supply, and the socio- 
economic environment all suggest that 
Ohio will get more than its share of 
future growth. 

The Independent telephone compa- 
nies of Ohio, he said, should profit 
more from future growth than that of 
the past. He added that the develop- 


ment of the southeastern part of the 


state and the areas around Qhio’s 
metropolitan centers indicate that 
these telephone service areas will 


probably grow faster than the state 
as a whole. 

Based on the theme “A Look At 
The Future.” convention delegates at- 


tended workshop conferences and 
general sessions to discuss current 
and future developments affecting the 
state’s telephone communications net- 
work. Progress made in expanding 


the state’s independent telephone in- 





A unique feature of the Ohio Independent Telephone Association’s 63rd Annual Convention was a panel discussion 
on “Ohio Tomorrow” with guest experts from the fields of science, business, politics and education. Presiding as 
Moderator was GEORGE KIENZLE, director, School of Journalism, Ohio State University, Columbus. 
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dustry during 1957 was reviewed as 
well as plans for 1958 to expand and 
improve facilities to both urban and 
rural customers. 

Other 
April 15, included R. 


heard ‘Tuesday. 
Parker Sulli- 


Tele- 


Edwin 


speakers 


van, vice president, General 


phone Corp... New York City; 


Howison. revenue agent, Internal 


Revenue Service, Columbus: James 
Dixey, assistant chief, Utility Section. 
Ohio Department of Taxation, Colum- 
bus; Harold H. Waddel. deputy di- 
rector. Ohio Department of High- 
Robert H. 


equipment engineer, Telephone Serv- 


ways. Columbus; Davis. 
ices. Inc., Lima: Edward Fee. general 
plant supervisor, General Telephone 
Co. of Ohio, Marion: Leon Ek. Brook- 
hart, public relations director, Gen- 
eral Telephone Co. of Ohio, Marion: 


Joseph N. Petrie, chief transmission 


engineer, Automatic Electric Co., 
Northlake, Ill.: Soewardi Kartoseo- 


darmo, manager, Bogor Telephone 


Co.. Republic of Indonesia: Norman As a feature of the convention 


Weston, division traffic superintend- luncheon on Tuesday, delegates heard 
ent, General Telephone Co. of Ohio. =a panel discussion on the subject. 
Portsmouth; and Jack Cluen, traffic 


superintendent, United e discussion was George Kienzle, di- 


Co.. Warsaw. Ind. 


“Qhio Tomorrow.” Moderator of the 


Telephor 
rector of the School of Journalism. 





Beyond the Call Award winners for 1958 are shown with a sterling silver tray 
presented to each for their action in helping to save the lives of four persons 
last winter at the scene of a serious automobile accident. Left to right are 


Ohio Consoli- 


JERRY BROWN and HICESOM THATCHER, emptioyes of the 


dated Telephone Co., Portsmouth. 
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ciation, presents a framed charter to J. 
State Chapter president, on the occasion of the Chapter’s first annual meeting 
during the OITA Convention. 





R. N. COLE, Marion, president of the Independent Telephone Pioneer Asso- 


WARREN SAFFORD, Troy, Buckeye 


Ohio State University. Panel mem- 
Richard 


director. 


Anderson. 
assistant to the Battelle 
Memorial Institute. Columbus; Mary 


McGarey, education writer, The Col- 


bers included 


umbus Dispatch: Howard Thompson. 
political writer, The Ohio State Jour- 
nal; and Ernest Arms, business edit- 
or. The Columbus Citizen. 

During Tuesday's afternoon busi- 
ness session. Everett H. Krueger, Jr.. 
Public Utilities 


sion of Ohio. welcomed delegates to 


chairman. Commis- 
Columbus. In his talk, Krueger spoke 
of the srowth potential of the Inde- 
pendent telephone industry within 
Ohio. and outlined the responsibili- 
ties which telephone companies must 
discharge as public utilities. Kruege: 
recommended that telephone execu- 
lives take part in community affairs 
and know the public officials serving 
in their operating areas. 

Another speaker at the Tuesday af- 
Boritzki. 
chief of communications. Public Util- 


ities Comm ’‘ssion of Olv'o. Toric of t's 


é — 
ternoon session was Basil 


talk was “Taking the Forward Look.” 


In an annual report to the Ohio 
W. DeHayes. 


execulive vice president. urged the 


membership. Daniel 
membership to use the services of 
their association. Exploring the topic. 
“How Your Association Can Help 


MANAGEMENT 





You.” DeHayes pointed out that the 
association can render its member- 
ship services that are so vital as to 
make association activity become al- 
most like another staff operation of 
their own telephone company. 

Tuesday’s activities were climaxed 
with a dinner-dance and entertain- 
ment program in the hotel's Grand 
Ballroom. An entertaining highlight 
of the convention was the hypnotist. 
Edwin Baron of Chicago. His remark- 
able feats of mass hypnosis gave the 
delegates a night of amazement and 
enjoyment. 

During the final business sessions 
of the convention on Wednesday. di- 
rectors elected Raymond J. Maxwell, 
manager of the Mlansfield 
Mansfield. Ohio. as 


association president for the 1958- 


general 


Telephone ( - | 


59 term. He succeeded James I. Hunt. 
Mansfield. president of the Home 
Telephone Co. 

At the same time, James C. Hage- 
man. vice president of the Lorain 


Lorain, Ohio, was 


Telephone CO.. 


elected vice president and Daniel W. 
DeHayes was re-named as association 
executive vice president and secre- 
tary-treasurer. 

Those elected or re-elected as 
OITA’s Board of Directors included 
James C. Hageman. Lorain Telephone 
Hirsch 


James I. 


Co.: Gustav Hirsch. Gustav 
Organization, Columbus: 
Hunt. Home Telephone Co.. Middle- 
field: David MeC. Mekell. Chilli- 
cothe Telephone Co.: J. D. Park. 
Kenton Telephone Co.. and Clare E. 
Williams. General Telephone Co. of 
Ohio. Marion. 

Final luncheon of the convention 
on Wednesday was in tribute to Her- 
man EF. Hageman. president of the 
Lorain Telephone Co., in’ recogni- 
tion of his 55 years service in con- 
tributing to the development of Ohio's 
Independent telephone network and 
for his many advances in the field 
of telephony. 

At Wednesday morning’s business 
session. the association’s Community 


Service and Beyond the Call Awards 








o>) ey 


SUPERIOR 
INSIDE WIRING 
CABLE 


@ Multiple conductors paired 
and fully color-coded 


e@ Lightweight 
@ Plastic-insulated 


Superior’s Inside Wiring Cable is 
economical, efficient and easy to in- 
stall. 


Conductors are insulated with a 
tough vinyl compound ... heat and 
water resistant and unaffected by 
humidity. Has high resistance to 
crushing and cold flow. 
Easy to terminate ... simply strip 
insulation. 


Cross talk is minimized due to sys- 
tematic varying lays of pairs. 


Special vinyl jacket provides ex- 
cellent protection for all inside wir- 
ing’ conditions. 


DONALD C. POWER, (left) president of General Telephone System, is shown 
accepting the “Best of Industry” award for outstanding performance in the 
field of Investor’s Relations, in the communication industry, an honor selected 
by the Board of Judges of “‘Investor’s Future’ magazine from among 5,000 
entries in the nationwide competition. Presenting the award is THOMAS S. 
Bryan, publisher, who said: ‘In our opinion the leadership shown by General 
Telephone in the communications field has been outstanding in every respect 
and this award is made in recognition thereof. The field of Invester’s Relations 
and its importance to the future of America cannot be over-estimated, particu- 
larly in the communications industry. The continued expansion of this and 
other fields is dependent upon a continuous flow of capital. Surveys have shown 
enlightened investors make better citizens and firm believers in free enterprise.” | 3142 


For details, write 





SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 
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Very special delivery 


When you need something in a 
hurry, your supply order gets 
very special attention. Of course, 
your routine orders get quick 
service too, thanks to the way 
our supply setup is organized. 
With branch offices and ware- 
houses in five key locations, we 
can give you good delivery no 
matter where you are. We op- 
erate enough supply facilities to 
give you the service you want— 
yet not so many that the distri- 


xY T.M. REG. U.S. PAT 


bution system becomes un- 
wieldy and inefficient. 

To Chet Reynolds, who man- 
ages our national construction 
and maintenance supplies setup, 
every one qualifies for the 
“V.I.P.” treatment. Your small- 
est order gets the same careful, 


C. J. Reynolds, National Supply Sales Manager, is always ready to deliver the goods. 





personalized attention as your 
largest. 

That’s the spirit that prevails 
at all the Stromberg-Carlson 
branches. And that’s why it pays 
to order your construction and 
maintenance supplies from the 
branch office in your area. 


“T here is nothing finer than a Stromberg-Carlson” 


STROMBERG-CARLSON GD 


=| 
Ss-C A DIVISION OF GENERAL 


DYNAMICS CORPORATION 


ai | ) @ 
» Neds’ = SALES OFFICES: Atlanta 6, Chicago 6, Kansas City 8, Rochester 3, San Francisco : 


Electronic and communication products for home, industry and defense 




















were presented to this year’s winners. 

Those companies receiving Com- 
munity Service Awards in recognition 
for the development of a good public 
relations program in the areas they 
serve included The Chillicothe Tele- 
phone Co., Chillicothe: The Common- 
Co. of Ohio. 


Athens: The Elyria Telephone Co., 


wealth Telephone 


Elyria; The Lorain Telephone Co., 
The Western 


Telephone Co., Hudson. 


Lorain: and Reserve 

Special commendation in the form 
of the association's Beyond The Call 
Award 
Hicesome Thatcher, employes of The 
Ohio 
Portsmouth. 

Both 


winter in helping save lives when 


went to Jerry Brown and 


Consolidated Telephone Co.. 


men were instrumental last 


they witnessed a two-car automobile 
collision near Portsmouth. Brown got 


out of his service truck. climbed the 


nearest telephone pole and = called 
ambulances and the State Highway 
Patrol. Thatcher, who was traveling 
in a service truck behind Brown, ad- 
ministered first aid to a woman and 
three men involved in the accident. 
and also extinguished a fire in the 
motor of one of the wrecked cars. 
Both men then directed traffic. 

Featured speaker at the Wednesday 
morning convention session was Jo- 
seph FE. Burger, business management 
consultant. St. Louis. Missouri. For- 
merly sales manager. vice president. 
and a member of the board of di- 
rectors of the Corneli Seed Co. of St. 
Louis and Twin Falls, Idaho, he spoke 
on the subject, “How To Get Better.” 

Dr. Arthur S. Flemming, president. 
Ohio Wesleyan University, Delaware. 
spoke at the Wednesday luncheon. 
His talk was “A Look To The Future: 
Is War Inevitable?” 


Deuel Telephone Cooperative Buys 
Three Minnesota Independents 


@ LAST MONTH the expanding 
Deuel Telephone Cooperative Associ- 
ation, Clear Lake, S. D.. 
its service area by purchasing the 


increased 


South Telephone Co. (27 stations), 
Lake Minn.. the 
Telephone Co. (29) stations), Verdi, 
Minn.. the ( Minn.) 


Telephone Co. stations). 


Benton. Farmers 


Drammen 


(2] 


and 


@ GENERAL Telephone Corp. has 
announced its purchase of the assets 
of the Chesapeake Telephone Co.. 
which served 2.100 subscribers in the 
area which embraces Proctorville. 
Chesapeake and Burlington in Law- 
rence County. Ohio. 
and 


Earl. 


established 


Three Pearl 
Arno Pratt. the 
peake Telephone Co. shortly after the 
1937 flood with fewer than 100 sub- 


scribers. The Pratt family owns all of 


brothers. 
Chesa- 


the stock in the company. 


York Public Service 
Commission Marathon 
Killawog Telephone Co., Inc., Mara- 


@ The New 


authorized 


thon, N. Y.. to change its name to 
Western Counties Telephone Corp., 
and increase its par value common 
stock from 1.000 to 2.500 shares. 
The company said the proposals ap- 
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proved were made in anticipation of 
its proposed purchase of the Darien 
Telephone Co., Corfu, N. Y. 

Marathon Killawog Telephone Co. 
serves about 850 telephone stations in 
the southwestern portion of Cortland 
county and in adjacent parts of 
Broome County. 

Darien Telephone Co. serves about 
1.050 telephone stations in south- 
western Genesee County and in an 
adjacent portion of Wyoming County 
through exchanges located in Corfu 


and Darien. 


@ Purchase of the Seymour (IIl.) 
Telephone Co. by the Champaign 
County Telephone Co. has been an- 
nounced by James Capel, president 
of the purchasing firm. 

An application to the Rural Elec- 
trification Administration for a loan 
under which the system will be con- 
verted to a dial system will be made 
in the near future, Capel said. 

Approval of the sale was given by 
Seymour shareholders at a meeting 
Tuesday. 

For many years, the husband-wife 
team of Mr. and Mrs. Adam Dunlap 
has operated the Seymour system 


which serves 170 subscribers. 





This wire delivers 
very special savings 


Save 10 to 15 (or more) poles per 
mile by using Crapo High-Tensile 
Telephone Wire in long-span con- 
struction. 

With fewer pole structures you 

get big savings in time, labor and 
materials—maintenance, too. You 
have a choice of three types: 
Crapo HTL-195: The New Extra 
High Tensile, Lower Resistance 
Telephone Line Wire makes pos- 
sible spans up to 600 feet in heavy 
loading, 650 feet in medium load- 
ing and 700 feet in light loading 
districts. 
Crapo HTL-135: Makes possible 
spans of 350’ in heavy, 450’ in 
medium and 500’ in light loading 
areas. Ideal for new extensions and 
for replacement of old lines. 


Crapo HT L-85 (No. 12 B.W.G.): 
Permits spans of 225’ in heavy, 
325’ in medium and 385’ in light 
loading districts; provides stronger 
spans on existing pole structures. 





These wires give superior tele- 
phonic transmission qualities. 
When you order telephone line 
wire from the Stromberg-Carlson 
Branch Office in your area, specify 
these products of Indiana Steel & 
Wire Company. 


STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 
SALES OFFICES: Atlanta 6, Chicago 6, 
Kansas City 8, Rochester 3, San Francisco 
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General Telephone System Reports 


Operating Revenues at “All-Time High” 


@ OPERATING revenues of Gen- 
eral Telephone System telephone sub- 
sidiaries reached record all time highs 
of $76.219,000 in the first quarter of 
1958 $296.731.000 the 12 
months ended March 31, 1958 it was 
announced in New York April 29 by 


General’s President Donald C. Power. 


and for 


Spiraling operating expenses. chief- 
ly increased depreciation and taxes 
which increased $1,835,000 — and 
$1,377,000. the 


first three months of 1957. held down 


respectively, over 
net income of telephone subsidiaries 
to $7.597.000 for the first quarter of 
1958. a $155,000 improvement over 
the first quarter of 1957, 
Consolidated net income of Gen- 
eral Telephone Corp. and consoli- 
subsidiaries for the three 
months ended March 31. 1958 
amounted to $10,902,000 which com- 
pares with $11.106.000 for the first 


three months of 1957. 


dated 


Consolidated net income for Gen- 
eral for the 12 months ended March 
31, 1958 was $45.529,000. Consoli- 
dated net income applicable to the 
common. stock for the 
three months ended March 31, 1958 


of General 


(after dividends on preferred stocks 
of parent amounted to 
$10,693.000 which 
$10.970.000 for the first three months 
of 1957 and $44.823.000 for the 12 
months ended March 31. 1958. 


Including manufacturing and sales 


company } 


compares with 


subsidiaries. total System consolidat- 


were $126.790,000 for 


ed revenues 
the first three months of 1958 which 
compares with $117.655,000 for the 


first three months of 1957. 


Including 
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manufacturing and sales subsidiaries. 
total System consolidated revenues 
$508.729.000 for the twelve 
March 31. 1958. the 
highest in the System’s history and 
up $9.135.000 Si, 
1957. Telephones in service for the 
System at March 31. totaled 3,409.- 
OOO. 


were 
months ended 


over December 


e b. ©. TELEPHONE CO.. in an 
interim) financial statement issued 
last month reported net income for 
the first three months of 1958 
dropped to $1,117,337. compared 
with $1,174,925 for the same period 
last year. 

In the first such report issued over 
the signature of C. H. McLean, new- 
ly-appointed president. the company 
stated that after providing for prefer- 
ence and preferred dividends, net in- 
come available for ordinary shares 
This is at the 


rate of 19 cents per average ordinary 


amounted to $591.087. 


share outstanding. compared with 


the 


earnings of 66 cents for cor- 
responding period of 1957. 

~The unsettled condition existing 
in the major industries in’ British 
Columbia is continuing to have an 
effect on the economy of the proy- 
ince.” stated McLean. “and this con- 
dition has been reflected in our toll 
(long distance) revenue performance 
which registered an increase of only 


2.30 over the first three months of 


1957.” 
MeLean added that message toll 
revenues for the first) quarter ol 


1957 were 12.5 per cent higher than 
for the same period of 1950. 
Operating revenue for the three- 
month period totalled $10,356,144, 
as against $9.075,798 for the same 
period last year, while operating ex- 
penses amounted to $7,605,105, com- 
pared with $6,901,011 for the cor- 
responding period of 1957. 
MeLean 
phones in service at March 31 num- 
bered 459.017. a gain of 6.860 dur- 


ing the first quarter. This compares 


President reported —tele- 


with a gain of 6.826 recorded during 


the same period of 1957. 


Wisconsin Tel. Proposes New Rates: 


Central Seeks Rate 

@ THE WISCONSIN Telephone 
Co. on April 23 filed an exchange-by- 
exchange rate increase proposal with 
the Wisconsin Public Service Com- 
mission and asked the commission to 
schedule hearings. The proposal in- 
cludes monthly telephone rate  in- 
creases for two-party residential serv- 
ice ranging from 5 to 65¢ in all the 
larger exchanges. 

The company. in a letter accom- 
panying the proposed rates. said the 
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Boost at Hickory 
new rates were needed to bring in 
the $3,472.000 to $3.186.000 in new 
revenue authorized by the commis- 

sion April 18. 

@ IN NORTH CAROLINA. 


Central Telephone Company request- 


the 


ed commission approval of new rates 
for subscribers in the Hickory area. 
Central Telephone. which acquired 
the Hickory Telephone System several 
months ago, said that since Decem- 


ber 31. 1955. a total of more than 
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ADVANTAGES 


People and Property are 
Safer—Abnormal Currents 
are Grounded 


No Fuse Troubles 


Air Gap Sealed Against 
Dirt and Moisture 


Low Maintenance Cost 
insect and Weather Proof 
Small, Neat, Easy to Install 
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FUSELESS 
STATION 
PROTECTOR 


DROP WIRE 





SLEEVE OR 
CONNECTOR 







OPEN 
LINE WIRE 








SHORT LENGTH NO. 20 AWG COPPER 
COVERED STEEL BRIDLE WIRE 
USED AS A FUSEABLE LINK NO, 5502 


BETWEEN LINE WIRE AND DROP WIRE WIRE 
TERMINAL 











First 

Fuseless Protectors 

UL Approved for use with 
OPEN WIRE 


Reliable Fuseless Station Protectors are now 
approved by Underwriters’ Laboratories for 
use on circuits connected to open wire (see 
National Electric Code, article 800, current 
edition). This is in addition to the four year 
old approval for use with circuits from cables 
having metallic sheaths or shields. 

All Reliable Fuseless Station Protectors em- 
ploy self-contained No. 504 Protector Units 
with low cost replaceable elements. 


Write for literature on Reliable Fuseless Station Protectors 
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Twisted Pair 


Parallel Reinforced 





Parallel! Fiqure & 


DISTRIBUTED BY 


Aewoce.;... 


KELLOGG SWITCHBOARD 
AND SUPPLY COMPANY 


A Division of International Telephone 


ond Telegraph Corporation 


MANUFACTURED BY 





GENERAL 
INSULATED 
WIRE WORKS, 
INC. 


PROVIDENCE 5, R.1 


$2.400,000 has been spent in the area 
improving telephone service. It said 
its investment per telephone has risen 
from $152 to $242 in the period. 

It said that its rate of return in 
the Hickory area has been a little 
over 214 per cent and “this is not 
enough to maintain the company’s 
credit and enable the company to at- 
tract capital which the company must 
raise.” In addition, it said, it’ has 
been confronted with “steadily rising 
wage levels. greater depreciation 
charges. higher taxes and increasing 


costs. 


@ The Kansas Corporation Com- 
Mid-Kansas_ Tele- 


Sterling, temporary 


mission granted 
phone Co. Ine., 
dial rates to be collected under bond 
starting April | totaling an increase 
of $30,000) annually for customers 
of the Sterling and Alden exchanges. 
\ hearing on the company’s applica- 
tion for permanent dial rates will be 
held by the KCC July 10. 

In another action the KCC. told 
Worden Mutual Telephone Co. which 
serves 15] customers near Lawrence. 
that it could increase its rates by 
more than 5067, or $1.777.80 annu- 
ally. 

@ The New York Public Service 
Commission accepted a tariff amend- 


ment filed by Western Counties Tele- 


TYPE SCC 
ANNOUNCER 


oe 












Marathon- 
Killawog Telephone Co., Inc.) de- 


phone Corp. (formerly 
signed to increase its monthly rates. 
The company serves about 850 tele- 
phone stations in and near Marathon. 
Killawog, Center Lisle. Texas Valley. 
Hunts Corners. Messengerville, Free- 
town, Lapeer and East Virgil in 


Cortland and Tioga counties. 


In the past, the company rendered 
service through a two-position mag- 
neto switchboard in Marathon and 
a small unit in Center Lisle. It is now 
rehabilitating the system and expects 
to be able to convert to dial servic: 


by fall. 


Meanwhile. in order that its sub 
scribers may have more adequati 
service, it has replaced the magneto 
type switchboard with a common bat 
tery board which will be retained it 
use until the conversion to dial sery 
ice is completed. It has already in- 
stalled an entirely new outside plant 
which includes almost 2614 miles o! 
new aerial cable and 120 miles o 
new open wire line. 

In filing its new rates. the com 
pany reported a substantial operatins 
loss for the past year and said addi 
tional revenues were needed to pro 
vide it with sufficient funds to meet 
increased operaling expenses and to 


finance the cost of plant improve 





SOEWARDI KARTOSOEDHARMO, left, manager of the Bogor Telephone Co. 


Posts, Telephones & Telegraphs of Java, Indonesia, listens to recorded message 
over telephone as R. J. BAILEY, Eastern Hemisphere district export manager 
for Automatic Electric International, dials for him at display exhibit in the 
main lobby of Automatic Electrie’s headquarters at Northlake, HI. The Javanese 


telephone executive was guest of the company for a week — April 21st to 
26th — during which he observed the manufacturing operations involved in 


the production of telephones and switchgear. 
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KENNETH P. FRAIDER (left) has been named general manager of 


Illinois Bell Telephone Co.’s operations in 
merchandising program, succeeds 


CARLSON (right), director of 


and W. C. 


Indiana, 


Fraider as general sales manager. Fraider’s appointment marks the 
centralizing of the company’s executive organization in the greater 
Calumet Region, described as one of the most important in the 
country. He joined Illinois Bell as an engineer in 1936 after gradu- 
ating from the University of Chicago. Carlson began as an installer 


ments. It is expected that the new 
rates will produce about $15,500 ad- 
ditional annual revenue. 


Under the new tariff, monthly resi- 


dential rates will be increased by 
$2.25 for individual line service. 


$2.75 for two-party service and $1.50 
for rural service. For business serv- 
ice. individual line rates will be in- 
creased by $3.50, those for two-party 
service by $2.75 and for rural serv- 
ice by $1.50. Extension charges for 
both residential and business custom- 
ers will be increased by 75 cents 


monthly. 


@ General Telephone Co. of the 


Southwest recently increased rates in 


four Texas exchanges: Gonzales 
(2138 stations); Sulphur Springs 
(3191 stations); Clarksville (1428 


stations): and Lamesa (3653. sta- 


tions). 


@ The Kansas Corporation Com- 
mission has approved a rate increase 
for United Telephone Association, 
Dodge City. 


$10,000 a year additional revenue. 


designed to produce 

The higher rates. amounting to 25 
to 50 cents more per month, apply 
the follow- 


to customers served by 


ing exchanges: Spearville, Hanston, 
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1922. 


Kingsdown. Cimarron. Montezuma. 
Ashland. Ingalls. Copeland and En- 
olewood. 


The KCC also authorized 


to change from a cooperative to a 


l nited 
stock company. 


Wayne Highley Heads 
REA Borrower's Group 
THE RURAL Electrification Ad- 
ministration Borrowers of Illinois has 
been organized to aid telephone com- 
panies acquire loans from REA. The 
new organization also will advise 
companies on construction, mainten- 
ance and operation methods. 
Officers are: Wayne Highley, man- 
Grantfork 
Telephone Co., Alhambra, president: 


Russell Logue. manager of the CT&N 


ager of the Alhambra 


Telephone Co., Casey. vice president; 
Vaughn Brown, manager of the Wa- 
bash 


secrelary-treasurer. 


Telephone Co-op... Louisville, 
The organization has a member- 


ship of 25 Illinois companies. 


Ellijay (Ga.) Telephone Co. 
Completes Dial Cutover 
DIAL 


the two exchanges of the Ellijay (Ga. ) 


service was established at 


Telephone Co. at 2:00 A. M. on 
March 30th: marking the conver- 
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ADVERTISING, Directories — General Tele- 
phone Directory Co., 1800 Oakton Street, 
Des Plaines, Iil.—[ADV. 1] 


BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 





BOOTHS—Acoustic Telephones — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 3] 


BORING MACHINES, EARTH — Highway 
Trailer Co., Edgerton, Wise.—[ADV. 4] 





CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 5] 


CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill—[ADV. 6] 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 217 E. Main St., Spartan- 
burgh, §. C.—| ADV. 7 


POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—|ADV. 8 


PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 11333 Addison St., Franklin 
Park, HIl.—[/ADV. 9 


TELEPHONE EQUIPMENT AND SUPPLIES — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, IIl.—[ADV. 10] 


WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., New Brunswick, N. J.— 
[ADV. 11 


WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—'ADV. 12] 
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Straight Neoprene-Jacketed 
Instrument Cords with twisted 
or parallel inners. 


O) 
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— I~O) 
Nylon Operators’ Cords and 
Switchboard Cords, with or 
without Plugs 

am sm: aS 

S 


¥ 


‘of 


Neoprene Handset Cords with 


Moulded Strain Relief 
eiers a 


ti 
ne 
Meaans rx 
\S 
Neoprene-Jacketed 


Retractable Cords 


It’s a fact! .. . COMMERCIAL is 
headquarters for one of the most 
complete and diversified lines of 
cords available today . . . guarantee- 
ing highest quality and prompt serv- 
ice to meet your every requirement. 
Remember this whenever you need 
good cords in a hurry. 


Write for Catalog, Samples and Prices. 


P.S. Commercial Instrument 
Cords are now available in color! 


COMMERCIAL CORD 
AND SUPPLY CO., INC. 


CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-5111 





TYPES OF TELEPHONE INSTRUMENT 


ey 
QUALITY ( 
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New Ellijay, Ga. exchange building. 


sion of the Ellijay exchange from 
common battery and magneto to dial 
and the opening of a new exchange 
at’ Whitestone. some LO miles south 
of Ellijay. 

About 750 stations were connected 
at the cutover and it is expected that 
about 1200 will be served upon. the 
completion of the project later on this 
vear. S. B. Green is president of the 
[ijay Telephone Company. having 
acquired the capital stock of the com- 
pany in 1916 when only 154. tele- 
phones, all magneto, were connected 
to the Ellijay exchange. which had 
been operated since 1908 by Dr. Ed 
W. Watkins, a pioneer citizen, 

Green was for a number of years 
connected with the “Gary Group” 
companies, and his telephone experi- 
ence dates from 1901. He is a mem- 
ber of the Independent Pioneer Tele- 
phone Association and was for five 
years secretary-treasurer of the Geor- 
ola Telephone Association. 

Located in the Blue Ridge Moun- 
tains of North Georgia, the area in 
which the Ellijay Telephone Com- 
pany operates, in common with all of 
North Georgia, has experienced re- 
markable development during — the 
past few years. Principal interests are 
farming. lumbering and manufactur- 
ing. with a considerable tourist: and 
vacation business. Cold water streams 
and lakes abound and fishing is ex- 
cellent. 

The Whitestone exchange. located 
at the southern boundary of Gilmer 


county. serves customers in northern 


Pickens county as well, and is the seat 
of operations of the Willingham-Little 
Stone Co., a subsidiary of Georgia 
Marble Co.. which has been produc 
ing marble and its by-products for the 
past century. Other marble products 
establishments are located in the 
Whitestone area and the Whitestone 
exchange also serves the village and 
community of ‘Talking Rock, in Pie- 
kens County, which dates back to the 
period when that section of North 
Georgia was Cherokee Indian terri- 
tory. Ellijay also was originally a 
Cherokee village, named for Elli Joie, 
a prominent Indian leader. 
quipment for the Ellijay and 
Whitestone exchanges was supplied 
by the United States 


Corp.. Charlottesville, Va.. and was 


Instrument 


manufactured by the Siemens-Halsk« 
firm, in Bremen, West Germany. In- 
stallation was made by the U.S. } 
Corp. and auxiliary equipment was 
provided by United States manufac 
turers. Engineers on the project were 
Ladd Engineering Co., Fort Payne. 
Ala.: the company’s buildings wer 
erected by Wills & MeMichen, also of 
Fort Payne; and the outside plant 
contractor was Singleton-Leath Con- 
struction Co.. Centre, Ala. Financine 
was arranged through the Rural Ele: 


trification Administration. 


Roberts Heads New 

REA Borrower's Group 
JOSEPH M. ROBERTS. Gallatin. 

Vo... newspaper publisher and tele- 


phone executive. has been elected 
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THE CITY THAT DIDN'T EXIST A MONTH AGO 


Kvery 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va. 


needs which must be satisfied. 


creating brand-new wants and 


What does this mean tc you? It means greater opportu- 
nities than ever before — in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 


increase output 250° 


ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 


there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More people... Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 


2. More jobs... Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 


3. More income... 
time high of $5300 


Family income after taxes is at an all- 
is expected to pass $7000 by 1975. 
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4. More production .. . U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products. 


5. More savings... Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 

6. More research... $/( billion spent each year will pay off 
in more jobs, better living, whole new industries. 


7. More needs .. . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone, 


Add them up and you have the makings of another big up- 
swing. Wise planners, builders and buyers will act now to 
vet ready for it. 


FREE! Send for this new 24-page illus Your 
trated booklet, ‘Your Great Future ina Great Future | 


Growing America.”’ Every American | ins 
should know these facts. Drop a card to-_ | “*i"# Ameria 
day to: ADVERTISING COUNCIL, Box 10, | 
Midtown Station, New York 18, N. Y. 





(This space contributed as a public service by this magazine.) 
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SPRING TENSION GAUGE 


Extremely accurate for determining 
settings or checking tension of re- 


lay and other springs. 
© Well made — accurately 
calibrated. 

® Definite and dependable. 
Construction: Nickel silver 
frame with scale calibrated— 
front and back. Indicating 
spring. Folding handle. Ad- 
justable tension attachment. 


STG-2-D — (270-D 
type) 50-0-50 grams, 
5 gram steps. 
$STG-2-H — (270-H 
type) 0-30 grams, 2 
gram steps. 


P. K. NEUSES, INC. 


1205 W. Euclid Ave., Arlington Heights, III. 


SIG-2-3 — (470-4 
type) 0-150 grams, 5 
gram steps. 
STG-2-F — (#70-F 
type) 10-0-10 grams, 
1 gram steps. 












UTILITY TOOL 
& BODY CO. 
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CLINTONVILLE, WISCONSIN “0 414° 


Subscribe Now 


If you are not a regular reader 
of TELEPHONE ENGINEER AND 
MANAGEMENT you will prob- 
ably wish to place yourself in 


position to 


receive your 


own 


personal copy of each issue... 
24 big issues that will be of help 
to you every day throughout the 


year. 


1 Year-24 Big Issues - $4.00 


TELEPHONE ENGINEER & 
MANAGEMENT 


7720 Sheridan Road 
Chicago 26, IIlincis 


Please send TELEPHONE 


& MANAGEMENT to me for 1 


Name 


Company 


(Please Prin.) 


ENGINEER 


year 


Street Address or Box Number 


City 
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president of the Missouri Telephone 


Communication Association. 


The new association is composed of 


some 26 commercial and cooperative 


telephone groups that borrow from 
the Rural Electrification Administra- 
tion. The organization. however. is 
open to any association, cooperative. 
company or corporation engaged in 


the telephone business in the siate. 


Roberts is president of the inter- 
county Telephone Co., Gallatin and 
the Bolivar Telephone Co. 

Other officers are: James D. Wor- 
ley of Steelville, vice president: Ear! 
L. Bennett. Bucklin, secretary-treas- 
urer, and the three officers serve as 
directors alone with C. W. Chastain 
of Princeton, Harold A. Jones of Gil- 


liam. L. L. Anderson of Green City. 


Telephone Personalities In The News: 
T. C. Woods, Jr. Elected Lincoln Pres. 


THOMAS C, 


president 


WOODS. 


and 


ai.. 
Krank  H. 
Woods chairman of the board of The 
(Neb.) Telephone & Tele- 


graph Co. at a meeting of the com- 


Was 


elected 
Lincoln 


pany s board of directors. The newly 


elected president succeeds his father. 


the late Thomas C. Woods. Sr.. who 
died March 22. 
Thomas ©. Woods. Jr.. has been 


associated with the Addressograph- 
Multigraph Corp... Cleveland. Ohio. 
since 1917. During his 11 years with 
the company he spent three years in 
the manufacturing division and eight 
market 


methods and advertising divisions. He 


vears in the development. 
has been a member of the executive 
group since February 1, 1957. 
krank H. Woods. son of the com- 
pany s founder, is president of -the 
Coal Co.. 


member of the 


Chicago. and has 
LUX 


board of directors and executive com- 


Sahara 


served as a 


mittee for many vears. 





THOMAS C. WOODS, JR. 
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FRANK H. 


WOODS 


\ native of Lincoln. Thomas €. 


Woods. J ee 


public schools and then completed 


attended the Lincoln 


his high school education at’ Law- 


renceville. N. J. He 
from the University of Nebraska in 


1913 with a Bachelor of Arts degree. 


eraduated 


Was 


Later he attended the College of Lay 
at the University. 

He entered the U.S. Army in 1943 
as a private first class and later was 
commissioned a second leutenant 
after completion of training at the 
Officers Candidate School at Fort 
Sill. Okla. In 1915 he became a first 
lieutenant in the 82nd Airborne Di- 


Vision. 


Robert C. Fletcher 

ROBERT C. FLETCHER, recently 
appointed director of personnel of 
General Telephone Company of Obie. 
is a graduate of the Business Admin- 
istration School of Fordham Univer- 
sity in New York City and has de- 
business career to 


voted his entire 
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ROBERT C. FLETCHER 


the public utilities industry, except- 
ing the period 1943-1916 when he 
served the United States Army in the 
China-Burma-India Theatre. He re- 
mained as captain in the United 
States Army 
1953. 


During his 15 years in the public 


Reserve Corps until 


utilities field. Fletcher has specialized 
in industrial relations management. 
Prior to his new appointment with 
General. he was assistant to the vice- 
president in-charge-of employe rela- 
tions. of the New York Central Sys- 
tem, with headquarters in New York 
City. 


“Anchor Hall of Fame” 
Award Is Established 

THE A. B. CHANCE CO... Cen- 
tralia. Mo.. has established the “An- 
chor Hall of Fame” 


recognition to individuals who have 


Award to give 


made outstanding contributions to 
the earth-anchor field. The award is 
dedicated to the memory of the late 
A. B. Chance. founder of the A. B. 
Chance Co.. who numbered the crea- 
Anchor 
among his many contributions to the 
field. 


The first award. presented by F. 


tion of the Never-Creep 


Gano Chance, president of the Chance 
company. was made recently to Jack- 
son Isbell. assistant to the president 
of Chance company. who is widely 
known throughout the power and 
communications industries. In token 
of his selection. he received a plaque 
citing him “for his contribution ‘in 
the development of the Wej-Lock 
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Over 450 various items of Line Construction Tools, Maintenance 


& 





Aerial Tenis 
Cable Benders 
Cable Blocks 
Cable Lashers 


Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 
Reels 


The C Resin Compounded activator, 
when mixed together, produce the 
proper proportion of flowable com- 
pound, known as one unit, to produce 
a plug or dam when desirable to sectionalize cable and seal 
cable terminals. The compound and activator is packaged in 
two sizes: regular size 50 gram compound and 19 gram activa- 
tor, large size 168 gram compound and 64 gram activator. 
Additional information is available on installation and on 


the tools required. 


| Special Purpose Tools Te Specifications 
Literature on Request 





GENERAL 
MACHINE PRODUCTS 


COMPANY, INC. 
Old Lincoln Highway at 
Pa. Turnpike, Trevose, Pa. 















Pressure-Testing Equipment in stock for immediate Shipment 


SPECIALIZED COMMUNICATIONS EQUIPMENT SINCE 1918 


Truck & Rail Delivery 


Direct Sales Coverage 
In 17 States 


Local Sales Facilities in 
GA. & S. C. 
VA. & W. VA. 
N. J. & CONN. 


PIEDMONT 


A complete telephone directory 
WOOD PRESERVING COMPANY publishing service 


Spartanburg, S. C. 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 


Box 1662 Tel. 6347 |  ogeices: KILGORE, TEXAS - EVERETT, WASHING- 
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| F. GANO CHANCE (left), president, 
A. B. CHANCE CO., presents first 
“Anchor Hall of Fame” award to 
JACKSON ISBELL, assistant to the 


president of the Chance company. 


Anchor, and for his major contribu- 
tion to the sales of all anchors.” 

Selection of award winners is made 
by the Board of Directors of the 
Chance company. (The award is not 
limited to Chance personnel. ) An 
award-winner, in addition to receiv- 
ing a handsome plaque bearing a 
suitable citation, has his name en- 
eraved on a master “Anchor Hall of 
Fame” plaque, which hangs in the 
home offices of the A. B. Chance 
Co.. Centralia, Mo. 


Universal Controls Corp. 
Announces New Sales Policy 

DONALD O’NEIL, president of 
Universal Controls Corp., on May 16 
announced a new sales policy for dis- 
tribution of the company’s Telephone 
Equipment, consisting of Computer 
Intercept, Digit Absorbers. Trunk 
Digit Registers, and Ringing Conver- 
ters, all used in modernizing existing 
dial switchboards to meet the de- 
mands of the Direct Distant Dialing 
Program. 

This equipment, O'Neil said, was 
designed more than three years ago. 
since which time it has been develop- 
ed and thoroughly field tested, with 
several installations in various parts 
of the United States in operation for 
more than two years. For the past 
year, Universal has had a non-exclu- 
sive sales arrangement and coopera- 
tive advertising program with one of 
the leading manufacturers and dis- 
tributors of telephone equipment. 

The new policy now announced 
makes it possible for any customer 
to get information and purchase the 
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equipment through any recognized 
distributor of telephone equipment. 
An arrangement has been established 
«which is standard for all participating 


distributors, and it is hoped by Uni- 


(Crapo 


EXTRA LONG SPAN RURAL LINES 





versal management that a major por- 


tion, if not all, business will be placed 
through such distributors. However, 
any customer may feel free to confer 
with Universal regarding the details 
of any proposed installation. and may 
place his order direct with Universal. 
and have the order credited to and 
FOR 


billed by his preferred distributor. 


O'Neil emphasizes thi hile the 
<veral distributors will be expected” TRp@ NEW LOWER Resistance 
Oo Te der < Ss al fi ‘ld ser ice fo 
ee pagent is shite Extra-High Tensile Line Wire 


and equipped, Universal Controls un- 





reservedly stands behind the material 
and workmanship of all of its prod- 
ucts, and assumes the responsibility 
for checking applications engineering 


of all proposed installations. 


Sewick Joins Copperweld: 
Gordon Cavanagh Promoted 
ACCORDING to a_ recent an- 
nouncement, Copperweld Steel Com- 
pany’s latest addition to its sales force 
{ is Gerald D. Sewick. Serving the 


Chicago headquarters of the Wire & 


Longer Spans Mean 
Lower Costs Per Mile 


You can cut the number of pole structures to a 
minimum when you use Crapo HTL-195 in building 
rural telephone lines. Extra long span construction, 

made possible by the high physical strength of this 
new wire, means marked savings in 
material and installation costs. 





The voice transmission quality of Crapo 
HTL-195 is equal to that of Crapo 
HTL-135 and superior to older 
grades of ferrous wire. 


Pertinent technical data have been 
prepared to assist engineers in 
designing and building extra long 
span lines with Crapo HTL-195. 





WRITE TODAY for FREE COPY 

of the CRAPO HTL-195 
\\\\\\\ “Manual of Engineering Data’”’ 
\\\\\\\\ No. A-195 


3 


GERALD D. SEWICK 





Cable Division as sales engineer, his 


territory includes northern Illinois, 


lower peninsula of Michigan, and 
parts of Indiana, lowa and Wiscon- | N D | A A A STEEL & WIRE COMPANY, INC. 
sin. Sewick has a B. S. degree from MUNCIE, INDIANA 


lowa State College, Ames. la.. and 
spent two vears in the U. S. Army 
Please turn to page 67 
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ALLEN KANDER 


AND COMPANY 


NEGOTIATORS FOR THE PURCHASE, SALE 
AND FINANCING OF INDEPENDENT 


TELEPHONE COMPANIES 





Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 No. 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 
Tel. 2-5650 


Ashland, Ohio Tel. 3-7543 
St. Johns, Mich. Tel. 966 
Bloomington, Ill. Te!. 6-1850 
Schofield, Wisc. Tel. 9-2542 


Ocala, Fla. Tel. Marion 9-1284 
PERFORMANCE Has Built Our Business 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 
A complete construction service for the 
telephone. industry 
Construction Crews Engineering 
Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone ST 46126 
P. O. ox 267 Jackson, Michigan 


EVERYTHING 


In Telephone Printing 


EQUIPMENT CORP. | 


LAWRENCEVILLE, ILL PHONE: 782 












INSPECTION SERVICE 


“AT TIMBER TREATING PLANTS.” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives. 


Consulting and specifications writing. 

A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 

Inspectors stationed throughout the U.S.A. 
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WASHINGTON 
1625 Eye Street, N.W. 
NAtional 8-1990 
NEW YORK 
60 East 42nd Street 
Murray Hill 7-4242 
CHICAGO 
35 East Wacker Drive 
RAndolph 6-6760 
DENVER 
1700 Broadway 
AComa 2-3623 





Hg da ae a 
PLANT 
CONSTRUCTION 















McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 










CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 


MEAL, 


LUNSTRULTION LO. 


ENGINEERING © CONSTRUCTION © MAINTENANCE 


PHONE 4-2621 








TOPEKA, KANSAS 


Installation Specialists 
COMMUNI-CATERING 


All Makes 
P. O. Box 6712 
CHICAGO 7, ILLINOIS 
CENTRAL OFFICES 


Installed-Modified-Removed 
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Reach The Top! |. 


Your card in the “Profession- 
al Services” Department of 
“Telephone Engineer & 


Management” will bring 
your services to the atten- 
tion of the men who specify 
and order the services, equip- 
ment, materials and supplies 


needed by 


4,273 Telephone Companies 
21,439 Central Offices | 
17,770 Exchanges 
“Professional” advertisers al- 
most —_ invariably 


| 

| 

report | 

prompt and _ satisfactory . 
} 


sults. 


BE CONVINCED — 
send your advertisement 


TODAY! 


4ddress : 
Projessional Services, 
Advertising 


Division 


TELEPHONE ENGINEER 
and MANAGEMENT 


7720 N. Sheridan Rd. 
Chicago 26, Ill. 





JAY G. MITCHELL 


CONSULTING ENGINEER 
APPRAISALS—COST—PLANT 


7720 SHERIDAN ROAD 
FOR MAIL BOX 523 EVANSTON, 


CHICAGO 
ILLINOIS 








DIAL REBUILDING 
Telephone Repair & Supply Co. 


1760 W. Lunt Avenue, Chicago 26, Ill. 


& MANAGEMENT 


id¢ 





Signal Corps prior to joining Cop- 
perweld., 

Gordon Cavanagh, whom Sewick 
replaces, has been promoted to de- 
velopment engineer, concentrating 
on Copperweld’s newest product, 
Alumoweld. He will be located at 
Copperweld’s home base in Glassport. 
Pa. 

Cavanagh has many years of en- 
gineering and sales experience which 


will be helpful to him in his new po- 





GORDON CAVANAGH 


sition. After graduating from Wash- 
ington University, St. Louis. with a 
B.S. degree in electrical engineering. 
he spent several vears with the IIl- 
inois Power Co. and Missouri Power 
AY Light Co. 

In 1911 he joined the lowa Power 
& Light Co. where he remained until 
becoming affiliated with Copperweld 
in 1952. Cavanagh is a member of 
AIFF, having been Membership 
Chairman and on the Board of Di- 


rectors of the Lowa Section. 


Chemical Brush Control 


WEEDS AND BRUSH are in con- 


stant competition for every mile of 





powerline right of way. “Before 
Trouble Starts.” a new publication, 
discusses the use of modern herbicide 
chemicals as the most efficient’ and 
economical method of controlling 
vegetation along right of ways. in 
sub stations and storage yards. The 
booklet discusses various chemicals 
adapted to utilities needs. HW rite 
Readers’ Service Dept., 7720 N. Sher- 
idan Rd.. Chicago 26, Il. 
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FOR TODAY’S aud TOMORROW’S NEEDS 


FULLY COLOR-CODED 


Simplify your cable splicing and 
terminal installation by asking 
for the new fully color-coded 
Whitney Blake TELECABLE ... 
it offers the same high quality 
that has made TELECABLE 

a recognized leader in the 
independent telephone industry. 
An 8 mil aluminum shield 
applied longitudinally replaces 
the 4 mil spiralled shield 
formerly used on all popular 
sizes. Manufactured in 
accordance with REA 
specification PE-22. 


Quality is remembered 
long after price is forgotten. 


WELL BUILT WIRES SINCE 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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CLASSIFIED ADS — Published in each issue of Telephone Engineer & Management. Forms close on 
10th of month for issue dated the Ist, and 25th of month for issue dated 15th. Rates are 15 cents a 
word except for Situation Wanted ads, which are 10 cents per word. In figuring cost of ads, count each 
word of address in number of words used. Ads payable in advance. Minimum charge $2.00. Rates for 
display ads on request. Send copy and Box number replies to Telephone Engineer Pub. Corp., 7720 


N, Sheridan Rd., Chicago 26, Ill. 
HELP W ANTE D 


HELP WANTED 


HELP WANTED 

= ee ee > sla > arrier e j 
WANTED: Te lephone Suemaiatnhent or E o ERIENC ED telephone ee ial 
Manager. A good man capable of man- Ne ee ee ee 
aging a medium-sized, independent tele tei ik dine a meee wag ts sonst 
E is ak ee : ; second class radio license. Specialized 
phone system _with dll subscribers. training will be given right men. Reply 
Felephone eee at desir- Attention C.O.E. Engineer, P.O. Box 
able. Good Town in Central North Caro- 1080, Tallahassee, Florida. 
lina. Excellent advantages and good fu- 
ture. Give references and full informa- 
tion. Write to Box 12, c/o Telephone 
Engineer & Management. 









INSTALLATION 


FOREMAN-SUPERVISORS 
Kellogg Switchboard & Supply 
Co., a progressive-expanding 
telecommunication manufactur- 
er has several openings for 
men with a minimum of 5 years 







NEED capable man to take over com 
mercial and bookkeeping department of 
Independent telephone company. Write 









experience as central office 
equipment installation foreman 
or supervisors. These positions 
require familiarity with all 
phases of dial or manual equip- 
ment installation and testing. 
You will travel and work on 










TELEPHONE Company manager for im 
mediate employment. Company of 2000 
stations converting to dial. Make applica- 
tion to E. J. McBride, Secretary, Glen- 
wood Telephone Membership Corp., Blue 
Hill, Nebraska. State qualifications and 
salary requirements. 


Box 4, c/o Telephone Engineer & Man 
agement. 
CABLE SPLICERS, Station Installers 
Equipment Installers, Linemen, Experi 
enced men needed. Steady work, good pay 
Henkels & McCoy, 1211 Kenmore Avenue 























- d ' Elkhart, Indiana, or 6100 N. 20th St { 
cng ER i antic WANTED: Well qualified cable a oe 
in the capacity of supervisor splicers and helpers, Write: FOR SALE 
over large central office instal- Neale Construction Company, 
lations. 3100 Topeka Avenue, Topeka, COMMON battery telephone exchange 
— . K : 150 stations. Write: Riceville Telephon 
To — applicants ansaid paeaaee, in igh ct, 
Kellogg offers: 
@ 48 hour work week with 
time and a half for over rl 
40 hours, plus expenses for AUTOMATIC FLECTRIC ie 
7 days a week. pos: 
@ Company paid _ retirement vers 
= TYPE No. 40 MONOPHONES : 
@ Group Insurance 0. peo 
@ Opportunity men 
To grow with a rapidly expand- % Large Quantity Available — 
ing division of the world re- N 
nowned International Telephone % Complete With or Without Dials in. 
. ate «xs saa %& Mostly Synchromonic Ringers — Some Se 
‘ With Straight Line Ringers F 
Mr. G. W. Compton : 
Kellogg % Will Sell “As Removed From Service” V 
ae ee Supply Co or Completely Reconditioned M 
6650 South Cicero Avenue, % Advise Quantity Required And We Will 
Chicago, Illinois Quote Best Quantity Prices 
Whatever Your Needs It Pays to Call on BUCKEYE a 


MANAGER: For Telephone Co. 750 sub- | 
scribers, 750 miles of line. Must know | 
REA telephone accounting and commer- 
cial accounting. Please state age, qualifi- 
cations, references and wages expected all | 
in one letter. Address all correspondence | 
to Dunn Telephone Mutual Aid Corpor- 
ation, Killdeer, North Dakota. 


BUCKEYE TELEPHONE & SUPPLY CO. Ke 


P. O. Box 5707 Columbus 21, Ohio E 


Phone HU. 8-0655 
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; DECALS 
Small or large quantities, Catalog tree, || USE TELEPHONE ENGINEER 
AND MANAGEMENT'S 


Mathews Co., 827 S. Harvey, Oak Park, 
Illinois. 





NOTICE 
Correspondence to all blind 
box numbers that appear 
without any address should 
be mailed to Box No. . 
c/o TELEPHONE ENGINEER & merchandise. 
MANAGEMENT, 7720 North 3 
Sheridan Road, Chicago 26, A small ad covers the field. 

| Illinois. 


CLEARING HOUSE 


To locate workers—jobs 





LINE TEST SET (portable) Volt-OHM-Ring-Talk 


GLUE - ORANGE 
Om ew | 
OR|AN GE v / j\vercowl 4 
ul ce Reo — 
RING LISTEN LR | vMB 
ORANGE 
. ss 
ive . 















FOR SALE opt Sth aon ae 
rr} . ls 
onmcneiienesammanneanirticl| ails 
BEBUILT TELEPHONE SETS GNO y 
LEICH MAGNETO. #901 1600 g : 
OHM. $21.45 ea. ep ; ¥ 
Stromberg #1248-W 1600 or 2500 Ohm ee. = z 
$19.50. ea. 3 ale 5 J 3 
Kellogg #1000 Desk. Less Dials =) <|s =| 40 TOS0v ye 
1000 2500 or 4600 Ohm. Like new i 
@ 14.00 ea. +0 O<- 
fL.eich Electric #605 Dial. $15.00. EX. Bat. 
Less Dial. $12.00. | 
Stromberg #1243-A. With Dial. wl S ¢ 
@$15.00 ea. Less Dial. $12.00 ea. Sn __4| 
} Stromberg #1543-A. Like New. St. eunanated en-30 
Line. W/Dial. $18.50 ea. 
North Electric #5-H6 Less Dials 


@$10.00 ea. | | WIRE CHIEFS TEST SET (Signal Corps) 
COILED CORDS ON HAND UNITS. : 
Quotations Are F.O.B. Chicago, HL par : 

INDEPENDENT TELEPHONE EE 65 (F) Late Type 7'2’’x9"x11” 

REPAIR CO. A complete test set for maintaining LB wire plant. Also used in CB line testing. Meter 

gives accurate reading DC voltage to 50 volts and resistance from 22 ohm to 2 megohm. 
Built-in LB telephone anti-side-tone circuit with hand generator for signaling and ring-out 
tests. Grounds, shorts and opens may be quickly determined and located through table 
on inside cover. Illustrated manual with complete instructions for use included. 


STROMBERG-CARLSON Super Service Battery compartment accommodates two flashlight cells and two 22™% volt radio batteries. 


2137 West 21st St. Chicago 8, Hl. 
LAfayette 3-5439 





toll switchboard consisting of 24 single (Not furnished.) 
positions, two panels per position, Uni BRAND wa Pr ype factory carton. $25.00 

cane y ‘ircui 34630. ut Shipped on approval ’ 
versal Cord Circuit B-346 Also fo Handsets for above with plug $5.00 As above—Slightly used—with Manual $15.00 


single positions, two panels per position, 


Cord Circuit SO-10121 Modified. North C. B. Wire Chiefs Test Set BE 70 — $49.50 


ern Ohio Telephone Company, Equip 
W. E. 2A TEST SETS E.E.8 Army Field Phone 


ment Superintendent, Bellevue, Ohio. 
Unused with Cords $500.00 New $30.00 Rebuilt £20.00 





Now. Pay out take up 


wire REELS for Line and W. E. CARRIER TEST SETS 











Service wire, 51A. Oscillator $150.00 W.E.19C Oscillator $250.00 
For Only 32A Trans. Meas. Set 200.00 
Whitaker Reel 160A1 Car. Teleg 150.00 Bl wee.12A Trans Meas. Set S.F.T 100.00 
Mfg. Co. Inc. 1193A Relay Test Set 100.00 
MONROE, ‘ 
LOUISIANA For Testing 255A Relays) Sig. Corp. 161C Trans. Meas. Set 
Sinee 1938 ‘ 
255A Polar Relays 10.00 With Oscillator (500-1,000 2500 
209 F. C. Polar Relays 10.00 CY) -50 to +15 DB in .5 DB steps 
WANTED 4A Unbalanced Sets 75.00 New $150.00 Used $100.0C 





Retired telephones and accessories, 


any quantities and makes. T a © T e i Pe ¢C t r 5 ¢ Cc 0 ° 


| BOHNSACK EQUIPMENT CO. 
| LOS ANGELES 6, CALIFORNIA 
| 


GERMANTOWN, NEW YORK 1218 VENICE BOULEVARD 
Richmond 8-2249 
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FOR SALE 




















2 Position Kellogg Magneto switchboard FOR SALE 
Ss apoio Used Mobile Radiotele- 
cord circuits per position : 
1 — MDF — Cook phone Equipment 
1 - U75A — Flotrol wall mounted 1 250 watt Base Station, 
1 - Holtzer Cabot standby power unit 110 vac 
75 - Kick Coils 6 10 watt Mobile Units, 
1 - Schaver PAOQ5004 Electrox Rectifier 6/12 vac 
Several Common Battery and Magneto phones. 29 10 watt Mobile Units, 6v 
These items available after August 1, 1958 *8 10 watt Mobile Units, 12v 
GREENWOOD TELEPHONE COMPANY, INC. “These units adapted to 12v 
Greenwood, Wisconsin 10 60 watt Mobile Units, 6v 
-_ 1 60 watt Mobile Unit, 12v | 
RECLAIMED HARDWARE & WIRE ; oe aga peeinees ee 
Good Condition 4 Monitor Receivers, 110v | | Alt 
Messenger strand 5,16. In 60 to 200 lbs. rolls. © .10¢ Ibs. (In front mount mobile | 
3 bolt guy clamps (six in) | .25¢ ea. salt ane 
Deadend brackets complete with insulators and 3/8 x 4 in. . 20 eee Med Badin Am 
bolts. (| .25¢ ea. sens ; 
Steel pole steps 5/8 x 9in. “| .10¢ ea. lin feant scant enchile 
Cross arm braces 22 in. “| .20¢ ea. nailed : on 
Drop wire. Neoprene reinforced, copperweld conductors. 90 or | 1 Bb Station Sheniter 
more feet per run. Separately coiled. “ $10.00 M. ft. ‘ities ‘ 
Satisfaction guaranteed or money returned. | _ 
SIMLA TELEPHONE EXCHANGE All Units Above Are For | ut 
Box 218 Simla, Ohio 152-172MC operations and , 
Are Equipped With Crystals 
Don’t f th a For Operation on MCC CHAN- | 
ore Seng ee NEL 1 (Base 152.03mc and | 
BOX NUMBER Mobile 159.49). Se 
When answering the classified advertisements in this magazine don’t forget to put WRITE: Box 14, c/o Telephone 
the box number on your envelope. It’s our only means of identifying the advertise- E tah & Me , 
ment you are answering. | ngineer anagement. ! 
| Bo 
i 
USE TELEPHONE ENGINEER AND MANAGEMENT’S Buc 
CLEARING HOUSE Now you can preserve and protect your i 
To locate workers—jobs, merchandise 
cnet eettietts TELEPHONE ENGINEER MAGAZINES 
~ Cak 
ee eevesocoevevres eco 0 on h thi d full d BINDE 
® with this sturdy, full-size DER ; * 
|.| NEWEST LUXURY MOTEL HOLDS : 
“| IN MIAMI BEACH ALL 
ad — ISSUES Coll 
» le FOR A 
e el | FULL Con 
¢ 
. eG YEAR S 
. bd Con 
. | $4 Lele 
125 Beautifully Furnished Guest fe each 
daily, per Rooms and Housekeeping Suites P . P . " = 
$3. nel yble oc- iitendeiiheheae }@) Bind your copies for QUICK reference in this hand 
erson, O" csficien- your heart could desire—for i? some, durable binder. Each magazine easily inserted. 
cupancy- htly high- the whole family! e 
\ ces s neil a i- Write for free color brochure, € * tedden gue aaa neice caesium iad iiailaaiaaiiaaial aa 
* dy _ r person, SS e TELEPHONE ENGINEER PUBLISHING Co. : 
tional a August. Chicago Office—CE 6-2143 ¢ ; 7720 Sheridan Road, : 
@) july on 006 (call Miss Mann) . ; Chicago 26, Illinois at , 1958 : 
@ > : : i sen 
& just For the fun of It { 1 § Gentlemen: | am enclosing $ covering . 
® 7 —~ vacation at the \@ ‘ binders @ $4.00 each postpaid 
—— oy — M : 
e GS rs “i i Name : bal 
e « At ‘ 
1 en 
e OCEANFRONT AT 180th ST., MIAMI BEACH, FLA. iS is eeery 1 
® Address ? K 


IEEE EEE MEE EERE EEREERENS 
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Acorn Insulated Wire Co., Inc. 59 
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Piedmont Wood Preserving Co 64 

Preformed Line Produc's Co 

Inside Back Cover 

Reliable Electric Co. 57,359 
Merchandising 

Rex Corporation 16 
Franklin Adv 

Runzel Cord & Wire Co. 59 
Henke & Ascoc Ee 

Sherron Metallic Corp. 59 
Joseph P. Schneider Inc 

Stromberg-Carlson Co. 36-37, 54-55, 68 
The Rumrill Co., Inc 

Superior Cable Corp. 53 
Bennett Advertising 

Suttle Equipment Corp. 66 
Proebsting, August & Harpham n 

Taylor-Colquitt Co. 59 
Lowe & Hall Advertising 

Telectric Co. 68 

Telephone Repair & Supply Co 59, 66 

Texas Creosoting Co. 59 

Thornhill Publishing Co. 64 

Truck Equipment Co. 50 
Tool & Armstrong, Adv 

Universal Controls Corp. 43 
Clarke, Dunagan & Huffhines, In 

U. S. Instrument Corp. 30 

Utiltty Tool & Body Co. 62 

Warren Mfg. Co. 11 
The McCarty Co. 

Whitaker Reel Mfg. Co. é8 

Whitney Blake Co. 10, 63, 67 
J. Roy McLennan Advertising 

Williams Inspection Co., A. W. 66 

MANAGEMENT 71 








THE BACK OF THE BOOK 





By JOHN G. 


“Pay Me For Not... .” 


CCORDING to the CITCO Communicator the fol- 
lowing letter was received by Senator Barry Gold- 
water of Arizona. 

“4 friend of mine received a thousand-dollar check 
from the Government this year for not raising hogs. So 
! am going into the not-raising-hog business next year. 
What I want to know is in your opinion, what is the best 
kind of farm not to raise hogs on, and the best kind of 
hogs not to raise? 

“The hardest work in this business ts going to be in 
keeping an inventory of how many hogs | haven't raised. 
I plan to operate on a small scale at first. holding 
self to about 4.000 hogs. That means | will have about 
$80,000. Now these hogs | will not raise will not eat 
100.000 bushels of corn. So, will you pay me for not 
raising 100,000 bushels of corn not to feed the hogs 


that | am not raising?” 


“From Red to Knotty Pine” 





rn DAY magazine, in a passing observation 


on the telephone business. recently reported some 


amusing sidelights on color telephone sales. They've 
learned, for example: 
A woman in New York ordered oxford gray to 


match her poodle. 

Red was the natural choice of a Californian giving 
the phone to his wife.as a valentine; of the fire depart- 
ment in Bethel, Oregon: and of a Stockton, Calif.. 
butcher who wanted his phone to match the meat. 

Then there’s the woman in San Francisco who appar- 
ently has more phones than she needs. When the installer 
brought a yellow telephone, she told him. “Don't bother 
to connect it. | want to leave it on the coffee table as 
a conversation piece.” 

A handful of disappointed customers includes an 
Oklahoma patriot who asked for a red. white and blue 
phone, and a decor-minded Southwestern woman who 


wanted one in knotty pine. 


“Long Words Best” 





T MAY BE better to say “*A® for Albuquerque” 
rather than “‘A’ as in Adam” if you want to be 
understood over a noisy telephone line. The use of 
longer rather than shorter words as clues to the alpha- 
bet has been suggested by two psychologists on the 


basis of experiments they did with all kinds of words. 


REYNOLDS 


The finds are important for military telephone and 
radio circuits. 

Dr. Mark Rosenzweig and Dr. Leo Postman of the 
University of California also surveyed all the work 
that has been done on the problem of the auditory intel 
ligibility of words. They found: 

(1) A listener can identify words more accurate) 
if he knows the list from which the words will be chose: 
In fact. the shorter the list. the more intelligible th: 
words will be 

(2) The more a word is used in the language. th 
easier will it be for the hearer to understand it. Fy 
ample: You can hear “age” more easily than “cud.” 

In a simple experiment involving “dram.” “pew. 
“apt.” and “put.” the last word was far more easil) 
understood than the first. That is because “put” appear- 
10,000 times as frequently as “dram” in everyday usage 

By restricting the list to 26 words. intelligibility 
improved enormously. 

But the biggest gain can come from increasing 
length of the words in the restricted list) (the All 
If this occu 


we may find people spelling: “"S’ 


Bravo. Coca of the the armed forces). 
the scientists said. 


in student. “FE” as in examination. “Das in departmen! 


*‘G’ as in grandmother 


[ECEPHONE dls 2 


Y Alera THE BOARD OF ALDER- 
MEN OF BURLINGTON VERMONT 
APPROVED PERMITS TO ALLOW 
THE NEW ENGLAND TELEPHONE 
AND TELEGRAPH CO. TO STRING 
LINES ALONG POLES AND IN 
UNDERGROUND CONDUITS, 
THEY LEARNED THE WORK 
HAD BEEN COMPLETED 

THREE YEARS BEFORE 












Recorvep MESSAGES TO COMBAT THE we 
ALCOHOLISM PROBLEM (AN BE HEARD 
IN PRIVATE IN BURLINGTONVERMonTBY | DRINK 
CALLING A NUMBER -- AN EXPERIM- yO 
ENT INAUGURATED BY THE VERMONT 
ALCOHOLIC REHABILITATION COMM- 
ISSION, THE IDEA FOR THE TELEPHONE pau 
RECORDING SERVICE THE FIRST OF (TS 
KINO FOR AIDING PROBLEM DRINKERS 
WAS BORN AS AN OFF-SHOOT OF THE 

COMMISSIONS PUBLIC EDUCATION PROGRAM--NEWSPAPER rn 


ond wont te 


ADS TELL OF THE UNIQUE SERVICE ~. THOSE DIALING THE 
NUMBER THEN HEAR ANY ONE OF A NUMBER OF ONE - 
MINUTE MESSAGES OF ENCOURAGEMENT WHICH HAVE BEEN 
RECORDED BY THE COMMISSION- MESSAGES ARE CHANGED 
EVERY DAY-THE PURPOSE OF THIS NEW SERVICE, WHICH 
WILL SOON BE EXTENDED Td OTHER VERMONT CITIES IS 
TO MAKE IT EASY FOR THE ALCOHOLIC, TO SECURE INFOR- 
MATION PRIVATELY WITHOUT OBLIGATION OR COMMITMENT 


linidhsnaaresatgietasindneiinasiseieniaimnieliadabccmentah 
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Made in accordance with or for use under 
one or more of the following U. S. Patent 
Nos.: 2,761,273; 2,609,653; 2,275,019; 
end 2,587,521. Other patents pending. 


iS never wi 


brmed Dead-Ends and Guy-Grip dead-ends 
hold full rated strength of strand 


ese dead-ends won't relax their tight grip. Once on, the 
nly way to remove Preformed dead-ends or Guy-Grip dead- 
nds is to do so intentionally. Because of the non-slip grip and 
ause there are no concentrated stresses and no fatigue 
pints, your guy and messenger strands are 100 per cent safe. 


me other advantages are apparent, too. For instance, you 


ill notice that, with Preformed, you dead-end the B-rural 


ssenger without cutting it. Other dead-ends require cutting 
ind some require tools for application. Also, Preformed makes 
| possible to go around corners without splicing. 


your dead-ending doesn’t look as neat as this, if it doesn’t 
on as easily and assure safety, or if you have to keep 
cking to make sure it’s holding, write PREFORMED LINE 
ODUCTS COMPANY, 5349 St. Clair Ave., Cleveland 3, Ohio. 
ble Address: Preformed-Cleveland . . . in 10 years the 
ity anufacturer of armor rods, dead-ends, Guy-Grip 
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The National Telephone Supply Company 


%. + 
$100 SUPERIOR AVENUE ofcLEVELAND 3, GHIO 
Canadian Mfr.—N. SLATER CO., TGR HAMILTON, ONT., CANADA 


Export Distributer—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 
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Nicopress is the Registered Trade Mark of The National Telephone Supply Company 





